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(AR INSURANCE 
FEATURES MEETING 
IN NEW ENGLAND 


Agency Associations of Various States 
Hold Big Convention at Maple- 
wood, N. H. 








PLEA FOR SANE CO-OPERATION 





(ol. Burpee, Auto Conference, Tells of 
Progress in Rating and in 
Fighting Thefts 





Automobile insurance, with discus- 
son of subjects related thereto, includ- 
ing regulation of motor car thefts, was 
oe of the features of the annual con- 
vention of the New England Siate As- 
gciations of Insurance Agents in £9s- 
sion this week at the Maplewood Club, 
White Mountains, New Hampshire. 

Colonel Wiiliam B. Burpee, president 
of the National Automobile Under- 
wrters’ Conference, was one of the 
principal speakers. He told what the 
conference is doing in many different 
channels. Speaking of rates he said 
that the stage has now been reached 
where the Conference statisticians are 
alle to combine valuable experience 
tables with merit rates aS demon- 
strated by examinations and tests. On 
the quest''on of forms he said it is now 
a well accepted principl2 that ful! 
cover shall be sold where wanted, but 
furthermore, that the assured shall 
have the alternative of a restricted 
frm with proper rate credit for its 
use, ’ 

In discussing the advisory law com 
mittee he said that the Conference is 
prepared to assist local auto clubs and 
other organizations in plac’ng restric- 
tive laws on the statute books of the 
various states. He commended the 
new Pennsylvania “Certificate of Title 
law.” Similar laws are on the statute 
hooks of eight states. Combined with 
Federal regulations the work of cut- 
ling down thefts is progressing. 

There ts a committee on relattdfis 
with manufacturers which is doing 
f00d work. “The National Conference 
is not the source of individual or 
territor’al rates,” he said. “It estab- 
lshes a minimum rate only, and below 
that level the various local conferences 
‘annot go.” Continuing aiong that line 
ha said in part: 


The various factors that influence the differ- 
‘ttial between the minimum rates, and the 
Promulgated rates for any specific location, are 
largely subject to control by the public at 
large; therefore, theoretically at least, each 
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HE “Phoenix” appreciates the function and rights of 
Agents. It is an Agency Company in all that term im- 
plies. It has not only done its duty in its relationship 
with policyholders and claimants but it has been equally 
diligent in seeing to it that its relationship with its 





Agents are cordial and harmonious. 
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100 William St., New York 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 
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The Oldest American Fire and Marine 
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Anniversary 


On June 30th this agency will complete its first 
year, and we take this occasion to express, to all our 
Brokerage Friends and their office attaches, our sin- 
cere appreciation for their co-operation and patronage. 


FRED W. KENTNER 


Insurance Agent 
118 William Street 


Associates: 


Richard S. Kissam 
Valentine Burns 


Telephone 
Beekman 7237 
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DROPPING OFF 
OF LIFE INSURANCE 
STATUTES NOTED 


Association of Life Insurance Presi- 
dents Issues Its Annual 
Legislative Volume 














YEAR 1922 SAW FEW CHANGES 





All But Eight Legislatures Have 
Adjourned; Digest of Year’s 
Law Changes 





Laws passed in the United States 
and Canada during the legislative year 
just ended were the smallest in num: 
ber of any “on” year with the excsp- 
tion of 1915, since the Association of 
Life Insurance Presidents began pub- 
lishing the statutes in book form in 
1911. 

The book, as finally published with 
Canadian as well as United States 
laws, probably will be 75% of the 
average size of the volumes printed in 
recent “on” years and only 60% of the 
volume issued for the high record year 
of 1919. Nothing even approaching a 
complete state insurance code has been 
enacted thus far this yaar and some 
other familiar types of insurance 
legislation also will be missing from 
the 1923 volume. 


Light Year In Congress 

The year’s legislative product shows 
its greatest falling off in the volume 
of enactments by Congress affecting 
life insurance, there being only two 
pages of Federal laws, as against more 
than 100 pages in each of the “on” 
years of 1917, 1919 and 1921, these 
being principally tax statutes. 

Legislative proposals to the number 
of 2,578 were examined by ths Asso- 
cation this year, an increase of 250 
over the prior peak year of 1915. A 
remarkable coincidence is that the 
“on” years developing the least num- 
ber and bulk of laws affecting tha busi- 
ness of life insurance have been the 
most prolific in number of proposals 
these being the years 1923 and 1915. 

These and other features of! the life 
insurance legislative season of 1923 
are disclosed in a report submitted to 
the June meetiing of the Association of 
Life Insurance Presidents by Manager 
George T. Wight. This report reviews 
the Association’s seventeenth legisla- 
tive season and the information con- 
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special ‘legislative ‘sessions in ths Aetna Life to Pay 


United States and Canada, to the num- 
ber of 61. This survey deats with the 
situation as of June 8, when less than 10 
sessions were pending and since that 
time several have adjourned. While 
action, by Governors after June eighth 
on measures passed by various legisla- 
tive bodies will undoubtedly make the 
number and butik of life insurance 
statutes for 1923 substantially above 
the figures given in the report, the 
comparisons deal with the same 
periods of other “on” years and, ther2- 
fore, the relationships are similar. 
Summary of Report 

A summary of Mr. Wight’s report. 
follows: 

Review of Legislative Season 

This is the 9th “on” year in legisla- 
tive activities since the organization 
of the Association of Life Insurance 
Presidents. It has also covered eight 
alternate or “off” years when only 
about onefourth of the State legisla- 
tures meet. 

This year, regular legislative ses- 
sions have been held in 42 states, 2 
territories and Congress. Georgia to 
meet later this month, making 46 
regular sessions in all. 

Four special sessions held in three 
states: Iowa, Texas (2) and Virginia. 

Constitutional convention in session 
in Missouri. Similar body in New 
Hampshire is now in recess. 

All but eight legislatures have ad- 
journed. Of these, three are recessed: 
Iowa, until December, 1923; Ohio, until 
December, 1924; and Alabama, until 
July. Others still in session: Illinois, 
Pennsylvania, Rhode Island, West Vir- 
ginia and Wisconsin. 

Four states in which no sessions this 
year: Kentucky, Louisiana, Maryland 
and Mississippi. 

In Canada, regular legislative ses- 
sions in seven Provinces and Dominion 
Parliament. All have adjourned except 
Parliament, which is expected to con- 
clude in July. The Colonial legislature 
of Newfoundland convened June 6th. 

Total number of regular and speciar 
sessions in both the United States and 
Canada this year is 61. 

In every state and province where 
legislative sessions were held, life in- 
surance men united in watchful care of 
the interests of the aver-increasing body 
of policyholders. The American Life 
Convention and our Association worked 
as one body in presenting opposition to 
adverse measures and stimulating favor- 
able action on legislation nzeded fur- 
ther to protect the business. Acros» 
the border, the Canadian Life Insur- 


ance Officers’ Association afforded 
effective leadership. Executives cof 
local companies throughout the two 


countries, and representative agerts of 
the companics generally, wera keenly 
alert in their respective territories and 
rendered valuable assistance not only 
in transmitting advance information 
as to prospective legislation but were 
most efficient in presenting arguments 
for or against pending measures. 
Statistics reflecting the operations of 
the companies in the aggregate ware 
fredi'y! contributed by the companies 
and used to advantage in informing 
legislative bodies. 
Number of Bills 

From 45 law-making bodies in the 
United States, we have received and 
examined 2,578 measures, about 500 
more than in 1921 and 250 more than 
in 1915, our former high year. This 
year’s bills covered 64 subjects in a 
classification comprehending a possible 
83, as compared with 66 in 1921. 





MRS. REMINGTON DEAD 

Insurance men are condoling with 
Charles H. Remington, vice-president of 
the Aetna Life, on the death of his 
mother on June 20. The devotion be- 
tween Mr. Remington and his mother 
was a relation far more pronounced 
than usually is found. She had lived 
with him and had been an invalid con- 
fined to her bed for several years. An- 
other son, H. K. Remington, is manager 
“i the Philadelphia branch of the Aetna 

e, 


100% Stock Dividend 


SURPLUS 





OUT OF “NON-PAR” 





Capital Account to Be Raised to $10,- 
000,000; Company’s Wonderful 
Growth; Started as Fire Co. 





A special meeting of the stock- 
holders of the Aetna Life, of Hartford 
has been called for July 24 to approve 
a special stock dividend of 100%. The 
capital of the Aetna is now $5,000,000 
and the surplus in the non participat- 


ing department at the close of last 
year was $12,694,482. 
This action follows the recent au- 


thorization by the legislature to tn- 
crease the capital of the company up 
to $20,000,000. This charter amend- 
ment will also be submitted to the 
stockholders for approval at the same 
meeting. According to the present plan 
the new stock willl be issued to stock- 
holders of record September 15. 
When the additional $5,000,000 capi- 
tal is deducted from the non-partici- 
pating surplus account, this will be 
$7,694,482, based upon the figures at 
the close of last year. There has been 
no intimation as to what the dividend 
rate will be on the increased capital. 


Its Rapid Expansion 

The Aetna was chartered in 1819 as 
a fire company with a capital of $150,- 
000 and power to increase th2 capital 
to $500,000. Tn 1820 it obtained an 
amendment to its charter, allowing it 
to grant annuities and insurance upon 
lives and to increase its capital stock 
by $50,000, the increase to be held as 
a fund for the payment of annuities 
and of losses upon insurance for a life 
or lives. 

It was not until 1850 that the com- 
pany used this new power granted by 
the amendment, and in that year it 
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We are giving them to our salesmen at the rate of | 
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BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns 
President 








created a life department. It obtained 
another amendment to its charter in 
1853 by which the shareholders of the 
annu'ty fund were set up as a distinct 
corporation under the name of the 
Aetna Life Insurance Company.  Eli- 
phalet Adams Bulkeley headed the new 
corporation. Thomas O. Enders suc- 
ceeded Mr. Bulkeley as president In 
1872, and seven years later Mr. En- 
ders resigned, and the late Morgan G. 
Bulkeley, son of the Aetna Life’s first 
president, succeeded to the presidency, 
holding this office until his death last 
November. 

In 1891 the company opened an ac- 
cident department; in 1898 jit added 
health jnsurance, and in 1902 created 
its liability division. 





Arthur D. Murphy, of the Home Life 
in Philadelphia, is one of the most ac 
tive insurance men in the city and was 
president of the Philadelphia Associa- 
tion, of Life Underwriters in 1921. He 
has been a frequent speaker on life in- 
surance topics at large meetings and 
his genial personality has made him 
many friends in the business as well 
as with the general public. 











address: 


T. LOUIS HANSEN, 
Vice-President _ 


Home Office: - - - 








Helping The Man 
With The Rate Book | 


LEADS—real, live, business-getting leads on the right 
kind of prospects—are supplied to Guardian Agents 
and help them save time and increase their production. 


This is only a part of The Guardian’s broad program 
of Agency cooperation. If you want to know the whole 
story of what this Company is doing for its field men, 


or 


The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of the State of New York 


GEO. L. HUNT, 
Supt. of Agencies 


50 Union Square, New York . 
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VIRGINIA AGENCY MEETING 





Massachusetts Mutual Life Men Gather 
In Annual Meeting and Sales 
Conference 





Importance of systematic solicitation 
was stressed by P. W. Ashworth, of 
Danville, president of the App-A-Week 
Club of the Virginia and Eastern Caro. 
lina agency of the Massachusetts Mut 
ual Life in a talk at the annual summer 
get-together convention of the agency 
held in Richmond June 22. Only by 
applying himself systematically to his 
work can an agent hope to achieve the 
best results, said Mr. Ashworth. This 
thought was the keynote of the meet: 
ing. It was also stressed by Lawrence 
T. Winship, of Springfield, editor of 
“The Radiator,” the home office publi- 
cation, who made a special trip to Rich- 
mond to address the meeting. Another 
factor essential to the success of an 
agent, said Mr. Winship, is confidence 
in his ability to do things. 

M. C. Paxson, of Purcellville, Va.,, 
drew a comparison between the bank 
savings account plan of writing life 
insurance and the endowment policy 
plan, showing the advantages of the 
latter over the former. Mr. Paxson 
quoted figures covering periods of five 
and ten years that substantiated his 
point. 

Charles C. Fleming, of Staunton, who 
specializes in writing college students, 
told of his success in pushing the 
twenty-pay life policy in soliciting this 
class of risks. Other topics were dis 
cussed as follows: George B. Hill, of 
Norfolk, “Getting Next to Your Pros- 
pect;” William Bernard, of Fredericks 
burg, “Advantages of Deferred Annui: 
ties;” D. H. Howse, Jr., of Wilmington, 
N. G., “Advantages of Optional Method 
of Settlement.” More than _ twenty 
agents were in attendance. Charles B. 
Richardson, general agent, entertained 
them at the close of the meeting with 
a dinner at the Commonwealth Club. At 
mid-day, they enjoyed a luncheon at 
Rueger’s. For the first five months of 
this year, the agency ran considerably 
ahead of the corresponding period of 
last year in volume of business written. 





HEAR LAFLIN AT ST. LOUIS 





Life Underwriters Listen to Stirring 
Address by Northwestern Mutual 
Life Counsel 





Herbert N. Laflin, assistant counsel 
of the Northwestern Mutual Life, of 
Milwaukee, addressed the St. Louis 
Life Underwriters Association at the 
meeting of the association last week in 
which he delivered a stirring speech on 
“Americanism.” Mr. Laflin was a del 
egate to the International Convention 
of Rotary Clubs at St. Louis and Prest- 
dent Nelson of the Life Underwriters 
Association seized the opportunity to 
secure Mr. Laflin as a speaker. ; 

He pictured the work of life insurance 
men as a noble calling and called upo? 
them to maintain the highest ideals of 
their business. He said the rising tide 
of radicalism could be stopped only by 
self-sacrificing devotion ta Americal 
ideals, 
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Equitable of Iowa To 
Expand Agency Work 


HAS BIG EDUCATIONAL PLAN 





Instruction for General Agents in Ad- 





dition to Agents’ Course; Paul 
M. Ray in Charge 





The Equitable Life, of Iowa, has 
gtablished a new division in its 
agency department for ‘the purpos: of 
rendering an enlarged service to the 
men in the field. This new division 


will have to do with jan educational 
program, ind.uding the correspondence 
course Which has been in practical use 
for the past two years, the establish- 
ing of a school of imstruction for 
general agents, and the conduct of 
schools of instruction to be mainta“ned 
at the Home Office or at such other 
centers as May be deemed advisable. 

Paul M. Ray, supervisor for the com- 
pany. has been advanced to the posi- 
tion of assistant superintendent of 
agenc'es, and will have direct charge 
of this branch of work. Mr. Ray will 
handle the correspondence with Gener- 
al Agents and Agents dealing with 
agency expansion, allotments, produc- 
tion, and matters of general help in 
the conduct of field work. 

Ray Made Record 

In co-operation with Vice-Presidents 
Aldrich and Hadley, Mr. Ray will visit 
various agencies of the company for 
consultation, instruction and _ inspira- 
tion for the improvement of the agency 
organization. 

Prior to taking up insurance work, 
Mr. Ray was superintendent of schools, 
and after successful work as a solici- 
tor in the field, bu'lt up for the Equit- 
able Life of Iowa one of its strongest 
agencies im the state of Iowa, with 
headquarters at Waterloo. In recog- 
nition of his splendid work as general] 
agent, the company advanced him to 
the home office position as supervisor, 
and in his new capacity, he will have 
charge of a most important: work for 
the future deveiiopment of the com- 
pany’s field force. 





CONNECTICUT MUTUAL GAINS 





New Production Now Exceeds Same 
Period of Last Year By More 
Than 27% 





Business conditions during June and 
at the beginning of warm weather indi- 


- cate a good holding of the splendid pro- 


duction experienced by the Connecticut 
Mutual Life during the earlier months 
of this year. 

The business issued thus far during 
the year 1923 including the first three 
weeks of June amounts to $46,408.006, 
oran increase of 27% over the amount 
Produced during the same period in 
1922 and a substantial increase over 
1920, the largest year in life insurance. 





SAN FRANCISCO SALES COURSE 
The life insurance sales course given 
by the San Francisco Y. M. GC. A. under 
the auspices of the California Life Un- 
(erwriters, has just graduated its first 
Class, There were ten graduates and 
during the course they wrote policies 
for $130,000. All had previous experi- 
ence, being active agents when they 
enrolled. The course lasted twenty- 
six days. 





GOES TO PENN MUTUAL 

The Penn Mutual has established a 
Second agency in Wilmington, Del., and 
has appointed Leo D. Rothensies as gen- 
‘ral agent. Mr. Rothensies comes to 
€ Penn from the Provident, having 
been one of its Wilmington representa- 
tives for eleven years, and in the last 
two years he has been its associate 
8eneral agent. Mr. Rothensies is a 
Product of Yale, from which college he 
Went direct into life insurance. He 
treasurer of the Delaware Associa: 
lion of Life Underwriters, 




















Diogenes Lights 


O point a moral from the lives 

of the old-time Greeks and Ro- 
mans is easier, generally, than to 
spiel correctly the names of the in- 
dividuals themselves. Take Diony- 
sius. Just why a man should be 
burdened with a name like that is 
a mystery, anyhow. Nevertheless, 
he has lasted for twenty or thirty 
centuries. Books tell us of two 
Dionysiuses—one the ‘‘Elder’’, and 
the other the ‘‘Younger’’. Quite 
probably they were father and son. 
Anyway, “like father, likeson’’ held 
good with them for both are cata- 
logued as ‘‘tyrants of Syracuse’’. 


One of them had been concerned 
with the numerous scraps about 
Corinth, also. He must have won 
a victory there, or something, for 
Diog-nes met him on the street one 
day with this salutation: 


‘Oh, Dionysius, h +w little 
you deserve your present 
life.’’ 


To these friendly greetings, the 
warrior made a sarcastic reply: 


“I thank you, Diogenes, for 
your condolence.”’ 


* 


STRENGTH OF 
CIBRALTAR 





On a Tyrant 


Now there’s where he stumbled 
It took a real man to be sarcastic 
to Diogenes or Plato. The lantern- 
carrier wasted no moments but re- 
torted with a snort of indignation: 


‘‘Condole with you! Do you 
suppose I condole with such 
a slave as you who does not 
think of the future?’’ 


HE memorandum seems to stop 

right there, but the supposition 
is Dionysius wrapped his toga 
about him and sneaked off into the 
shadows. 


All this historical data merely sup- 
plies a test. ‘‘Do you suppose I con- 
dole with a slave such as you who 
does not think of the future?’’ 


Lots of men on their death bed, 
worrying about what is going to 
happen to their families, seek this 
condolence. While strong and well, 
they never forget personal enjoy- 
ment. Sick and dying, nevertheless, 
they look for sympathy. Life in- 
surance kills absolutely the need of 
anybody’s condolence. 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 


“Home Office, Tlewark, New Jersey’ 


Henry Moir Elected 
U. S. Life President 


DR. MUNN CHAIRMAN OF BOARD 





Election Marks Further Step in New 
Expansion Po'icy of Old New 
York Company 





Henry Moir, who since the first of 
the year has been managing director 
of the United States Life, of New York, 
has been elected president of the com- 
pany succeeding Dr, John P. Munn, who 
retires to become chairman of the 
board of directors. 

The surrender of Dr. Munn of the 
active directing responsibility to Mr. 
Moir is in line with the new policy 
adopted by the company when Mr. Moir 
went over from the Home Life at the 
first of the year to injaugurate a pro- 
gram of expansion and progressiveness. 
__Mr. Moir has long been prominently 
identified with all progressive move- 
ments in life insurance in this country. 
He has been for year a leader in the 
Actuarial Society of America, was one 
of its presidents and has become a 
prominent figure in his profession from 
his writings and activities. He first 
joined the Home Life as associate ac- 
tuary and was for many years actuary 
of the company, holding in addition at 
the time of his leaving, the office of 
second vice-president as well. He 
started in the life insurance business 
with the Scottish Life of Edinburgh, 
served that company for a number of 
years and came to this country as ac- 
tuary of the Provident Savings Life. 

Dr. Munn came to the United States 
Life in 1877 as an examining physician 
and held various offices, being elected 
president in 1902. 





CHARGE FRAUD IN CLAIM 





Healthy Persons Said to Have Imper- 
sonated Decrepit Applicants in 
Physical Examinations 





Indictment of three persons disclosed 
what Assistant District Attorney 
O'Neill of New York, declares is a 
plot to swindle insurance companiss by 
taking out polici s in the names of 
persons near death and getting heaithy 
men to impersonate them during 
physical examination. 

The man arrested is Joseph Mittle- 


man, real estate dealer, of No, 111 
Seventh Street, and those indicted 
w.th him are Max Abrahams, insur- 


ance ‘agent, of No. 42% St. Mark’s 

Piace, and Rachimel Chelkus, of No. 

960 Tinton Avenue the Bronx. 
Mittleman, fifty-nine, and healthy, 


is accused of having been introduced 
to the Security Mutual Life Insurance 
Company as Simche B. Lipschitz, 
father-in-law of Chelkus. When Lip- 
schitz, who was nearly eighty and a 
chronic invalid, died, March 31, it is 
alleged a physician was asked by 
persons in the plot to set down the 
cause of death as pneumonia and con- 
ceal the real cause. An attempt was 
then made to collect a $5000 insuir- 
ance policy. 

While the indictment covers only 
this case the District Attorney says the 
same alleged consp#rators, in the same 
way. took out policies for more than 
$30,000 in different companies on the 
lives of decrepit people. 





PENN MUTUAL MEETING 

The eastern regional convention of 
the Penn Mutual will be held at the 
Hollywood Hotel, West End, Long 
Branch, September 10, 11 and 12. A 
heavy attendance from the field is cer- 
tain, the qualifying conditions having 
been met by an unusually large num- 
ber of agents. A first-class program is 
being prepared, and the expectation 1s 
that the conference will he in every way 
a profitable one. 
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To Rid District 
Of Undesirables 


MILLER TAKES ACTION 


Holds Up Forty Licenses Until Agents 
Settle Company Balances; Uses 
a Questionnaire 


SUPT. 


A “clean-up” campaign to eliminate 
undesirables in the insurance business 
in the District of Columbia has been 
started by Superintendent of Insurance 
Burt A. Miller. In a statement to The 
Eastern Underwriter Superintendent 
Miller says: 

“The results obtained have been very 
satisfactory. At the present time we 
have driven out five former representa- 
tives and have held up about forty 
licenses until the applicants have 
cleared up their balances with compa- 
nies and with clients. 

“The District of Columbia has no 
time to issue licenses to men who do 
not play the game of insurance on the 
level. We have no place here for 
twisters or professional insurance 
crooks and as long as the present sup- 
erintendent of the department is in 
charge, he will not issue licenses to 
people of that kind when he knows it.” 

Questionnaire Effective 

One of the chief means of getting at 
the facts concerning applicants for 
agents licenses used by Superintendent 
Miller, is an elaborate form of ques- 
tionnaire, aimed to bring out the appli- 
cant’s activities during the previous five 
years and setting forth under oath his 
standing with companies if he is al- 
ready an agent. 

An applicant for a license in the Dis- 
trict may be called upon to submit to 
examination as to fitness under the fol- 
lowing broad rule: 

The superintendent or his deputy or 
any person he may designate to repre- 
sent him, may subject each first-time 
applicant for license, and if he deems 
necessary, any applicant for renewal of 
license, to examination as to his or her 
qualifications to act as such agent, 
broker, or solicitor and when the Super- 
intendent is satisfied that the applicant 
is of good business reputation and has 
had experience or training, or is other- 
wise qualified in said respective lines of 
insurance, and is reasonably familiar 
with the insurance laws of the District, 
and with the provisions, terms and con- 
ditions of the policies or contracts he 
or she is proposing to solicit, negotiate 
or effect, the Superintendent of Insur- 
ance shall issue to said applicant an 
insurance agent’s, broker’s or solicitor’s 
license to transact business in the dis- 
trict on behalf of any insurer certifying 
the applicant’s name. 

The superintendent may within his 
discretion waive such examination upon 
satisfactory approval of qualifications 
of said applicant made known to him. 

Full Information Demanded 

Two endorsers are required to an ap- 
plication, who must have read all of the 
answers” given. Following are the 
questions asked in the application 
form: 

My full legal ee Ca eee RE er See ewe 
My business address is.............. 
EM IP CRIONRIOND 1G), 6 -o5s's:n.5 64.0 5 iso's bad bree ve 


My residence for the past five years has 
been 





COPS CEH oOo EDEREL ES ESE LOR EOE OO OES 


My occupation i the past five years 
EP eee en hag cet oun ee ye ee 
I am at present employed by (Give 
name and address of employer, if 
BEES uaa KelichubaGwacsaoroecaciicst kooks 
I was employed during the past five 
ce Ea ort ee ae ee 
ce |: re years’ experience as 
a licensed insurance agent or broker 
(Give full details as to where any ex- 
perience was had and any license 
held) 


CHSC SHH HH eee ee eeeeeeeeeseseeseees 


Has any insurance commissioner, sup- 
erintendent, or department at any time 
suspended, canceled or revoked any li- 
cense issued to you as insurance agent, 
broker, solicitor, or adjuster, or have 
they ever refused to issue or renew 


any such license to you, or has any 
insurance company ever canceled any 
contract of employment or any appoint- 
ment of, or a license to you as its agent, 
or has any other public official or court 
at any time suspended, canceled or re- 
voked any license or authority of any 
kind issued to you to pursue any trade, 
calling or profession or refused to issue 
or renew any such license or author- 
Wd. o.uubehorassaaee aa aw cats ois sisteteie re 


Have you ever been convicted of any 
crime or offense against the laws of 
the District of Columbia, or any state 
CP oie web te eo ecu 

Are you now indebted to any insur- 
ance company, agent or broker for 
overdue collected insurance pre- 
RNUIOET Boas bind saab oan paesateaabo 
Are you the owner of or interested in 
any property upon which you intend to 
DIACR INOUNAROSS | 6 iiss Sbo0' os se eisecen se 
Are you familiar with the insurance 
laws of the District of Columbia and 
will you strictly adhere to the same?... 
If licensed in pursuance of this appli- 
cation, do you agree that you will not 
misrepresent the conditions of any pol- 
icy contract, or rebate any part of the 


seers eres eee 


GOES TO CONNECTICUT FIELD 





C. W. Mercer of Lewis Agency Ap- 
pointed Agency Manager Of Con- 
necticut For Equitable Society 





C. W. Mercer, associated general 
agent of the Equitable Life Assurance 
Society's agency, at 280 Broadway, un 
der General Agent I. A. Lewis, has 
been appointed agency manag2r of 
Connecticut for the Equitable. 

Mr. Mercer returns to a familiar 
field having been a Hartford man for 
years and having many business and 
social ties in that city. Mr. Mercer 
has made a fine record with the Lewis 
Agency and his selection for larger 
responsib tities is a recognition of his 
excellent record. He was formerly as- 
sistant superintendent of agencies for 
the Travelers, and first. became con 
nected with the Equitable in its acci- 
dent and health department. Mr. Mer 
cer has done considerable traveling 
for the Equitable doing educational 
work and he is well qualified by °x 
perience and ability for his new duties 


died very suddenly on June 8, at Pitt 
field, Mass., was born in Kane Count 
Illinois, in 1859. He entered the ge 
ice of the Berkshire Life, in its office 
Chicago, in 1889 and removed to Pit 
field in 1910 to assume his official po 
tion with the company. At the time, 
his death Mr. Weld was a deacon of th 
South Congregational Church and 
member of the Park Club. He ig g 
vived by his widow, a son, Harold ¥ 
Weld, of Chicago, and a daughter, Be 
nice M. Weld, of New York. 

From the nature of his position y 
Weld had an intimate acquaintane 
with his fellow officers and the ge 
eral agents and their associates ag wel 
as a large number of policyholders , 
the company. His sterling qualitie 
and devotion to the interests of thy 
company won deep respect and gre; 
regard from all with whom he wy 
thrown in contact. 


COLORADO TRADE TRIP 


Th trade excursion train, leaving Dey 
carried hundreds 4 


ver June 17, 
Denver’s merchants and manufacturer 


the trip to cover the principal cities { 


jane 29, 1 













If licensed in ‘pursuance hereof by the 
Insurance Department of the District of aa 
Columbia, do you further agree to ex- 
hibit your license card whenever prop- 


agencies of the 


as agency en? 


THE LATE W. S. WELD 
Winfield S. Weld, superintendent of 


Berkshire Life, who 


western Nebraska and all of Wyoming 
Among those in the party were J. Stan 

jow ’ ley Edwards, general agent of the Aetm 
Life; C. B. Knight, manager of the 
Bankers Life, and J. P. MeInroy, of the 


Farmers Life. 





















“Twixt the Cup and the Lif” 





“Oft times many things fall out between the cup and the hp” 








HESE words were written over three hundred 
7 years ago by Robert Greene, a contempo- 

rary of Shakespeare. Greene lived a disso- 
lute life and wrote on his death-bed “A Groats- 
worth of Wit Bought with a Million of Repent- 
ance.” The words first quoted above have stuck 
in men’s minds and we have a short modern 
version— 


“There’s many a slip 
Twixt cup and lip.” 


Almost—but not—to get a thing one has 
planned for, labored for, thought he was sure of, 
seemed to have in his grasp—that is the tragedy 
of life and endeavor. 


Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. Sometimes 
they are the result of carelessness or ignorance 
on our own part. But they happen, and we lose 
what we had set our hearts on, and that’s the 
tragedy. Occasionally the loss can be made good 
—only time and labor may be lost; but usually 
such losses, such failures “twixt cup and lip” 
affect us, our children and, ultimately, their 
children. 


What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 


Would it not be the welfare of your family? 


What would be the greatest calamity that could 
befall you? Would it not be— 











FAILURE IN DUTY TO YOUR 
FAMILY? 


If, in order to make sure of doing that duty, 
you should decide to insure your life, and should 
apply for a policy and be found an acceptable 
risk, and then die while the papers were in tran- 
sit—that would be a tragedy indeed! That would 
be one of the many things that fail “twixt the 
cup and the lip.” There is something terribly 
suggestive in that title—‘A Groatsworth of Wit 
Bought with a Million of Repentance.” Greene 
was writing a record of his own life. 


Well, it need not so happen to you; your “mil- 
lion of repentance” may be avoided. 


If you apply to the New York Life Insurance 
Company for its new form of policy, pay your 
premium with the application, and are found to 
be an acceptable risk, you are insured from that 
moment. This is a new feature of New York 
Life policies, and it has already saved the insur- 
ance of at least one applicant who died before 
the policy was issued. He was accidentally killed, 
and under the Double Indemnity feature, which 
was also included in the policy applied for, his 
family was paid double the face of the policy. In 
that case, “twixt the cup and the lip,” something 
fell “in” and not “out.” 


Send for a New York Life Agent and find out 
all about it. 











2 
ae 


New York Life Insurance Company, 346 Broadway, N. Y. 


DARWIN P. KINGSLEY, 
President. 
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hiefendorf Agency 
Strong Despite Deaths 


IGHT DIED IN TWELVE MONTHS 














Something About Personality of Brook- 
lyn Manager Who Paid for 
$14,000,000 in 1922 


Aman of great simplicity, no lugs of 

ayy kind, not much manner and very 
little style, is Warren T. D-efendorf, 
manager of the Mutual Life in Brook 
yn, Long Island and Staten Island. If 
the sales Manager of a great corpora- 
tion employing thousands of salesmen 
were asked to size him up in the smok 
ing compartment of a raiiroad train 
je would probably say: ‘‘He’s a coun 
ry doctor or something iike that.” And, 
yet, the Diefendorft agency last year 
paid for more than $14,000,000. Not 
superhuman but a remarkable achieve- 
ment for Brooklyn. 

4t Long Belach on, Thursday of last 
week the Diefendorf agency held a 
meeting and a reporter for The 
Rastern Underwriter who attended had 
an oppovtun ity to size the situation up 
and try and unravel the mystery of 
Warren I’. Diefendorf. He found that 
wiilehe was plain, he was also helpful; 
that while he was gentle in manner he 
aso Was good natured and sympathe- 
tic; that while he was not spectacular 
le inspired confidence. And aren't 
these the qualities that good, able 
general agents should have? Inquiry 
developed that some of the agents had 
been assoc ated with the manager for 
along t me, and, of cowrse there must 
bea reason for this because with the 
tremendous turn over in life insurance 
field forces agents have a way of 
drifting from underneath the shelter 
of offices which are uncongenial. 

It was just thirty five years ago that 
Mr. Diefendorf went with the Mutual. 
Before that he had been in other 1 nes 
of business. Nearly afi of that time he 
has been located in the same d strict, 
fora long time in the same _ oflice. 
Despite his managerial duties he fre- 
quently goes out and helps men close 
dificult cases. The office specializes 
in helping build up estates and trust 
funds through life insurance. There 
is no closer student of options in the 
polley than Mr. Diefendorf. 

More recentsy, Mr. Diefendorf has 
been considerably assisted by his son, 
'Warren E., who has built) up quite a 
reputation among Brooklyn insurance 
men through his weekly talks on in 
surance and selling. In the air service 
during the war he became a captain in 
the 77th Divison. He is president of 
ths University Graduates (organizat’on 
ofmen who have attended life insur 
ance training schools at colleges and 
universities. ) 

In talking about the Diefendorf 
agency one of the older agents said: 
“One of the remarkable things about 
the record made Jast year is that the 
agency during a period of tweirve 
honths lost eight men by death, 
largely from pneumonia and influenza.” 





WEST COAST GROUP MANAGER 


Edward B. Ransehousen Leaves Pacific 
Coast Department of Metropolitan 
To Join Coast Company 





Edward B. Ransehousen has been ap- 
pointed manager of the group life de- 
Partment of the West Coast Life, of 
San Francisco. He succeeds Fred S. 
Stripp who will devote his entire time 
‘0 the development of the home office 
organization. Mr. Ransehousen was 
soup supervisor for the Pacific Coast 

Partment of the Metropolitan Life. 

€ was previously group insurance 
representative for the Aetna at the 
home Office and at that company’s New 
York office. He has been in the life 


Murance business ever since his youth, 





aving grown up in his father’s general 
ency for the State Mutual Life of 
Orcester, Mass, 











MASSACHUSETTS 
LIFE INSURANCE COMPANY 


of Springfield, Massachusetts 
Incorporated in 1851 


MUTUAL 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 











JOSEPH C, BEHAN, Superintendent of Agencies 

















Spirit of H. B. Rosen 
Influences Meeting 


REMARKS BY DIEFENDORF MEN 


Producers in Mutual Life’s Long Island 
Territory Tell of Their 


Experiences 
The extraordinary hold which the 
late Harry 3B. Rosen held on_ the 


imaginations of other insurance age2nts 
and his memory still holds was itJus- 
trated at the convention of the W. T. 
Diefendorf agency of the Mutual Life 
in Long Beach, last week when at least 
half a dozen speakers had something 
to say about hm or referred lo some 
of his philosophy. 

Rosen was first mentioned by Philip 
Abramson, who has been in the life in- 
surance bus mess for fifteen years and 
who specializes on furriers. What 
particularly had struck, the speaker 
was the stutement of the late New 
York Life agent that he began life in- 
surance as a retaiver of life insurance; 
then became a wholesaler and then a 
manufacturer. When Rosen said that 
he told in a few words of the marvel 
ous possibilities that life insurance 
offers the agent because no matter how 
humble his start he can keep on climb- 
ing, limited only by his own efforts, 
ambitions and capabilities. 


Mr. Largeman, another prominent 
Mutual Lite representative in Brook- 
lyn, whose office is at 896 Park 


Avenue, told the Diefendorf agents of 
Mr. Rosen’s start in Hartford; how he 
began writing among his friends and 
never stopped writing. iliustrating that 
if you give a client the proper insur- 
ance cover he remains your friend al- 


ways and sees that you get a lot of 
other friends because you have given 
him service. 


Other speakers threw further lights 


on Rosen’s dynamic personality and 
methods of selling. Judging by the 
Dietendort meeting, agents throughout 
the country will be talking about Rosen 
for years to come. 


The Pride in Company 

Warren E. Dietendort in his opening 
talk to the agents told them how they 
can wedge in and wedge out of offices. 
His talk was practical and abounded 
in -:ncidents demonstrating how  suc- 
cesstu. agents make the opening con 
tacl, sew up the interview and then 
put across the application. He thinks 
that agents should specialize more 
than they do; that if a man has a num- 
ber of acquaintances in the jewelry 
business ow among engineers and con- 
tractors he should not fritter away his 
time among a lot of other people while 
those he has known all his life, with 
whom he is sympathetic and with 
whose trials and tribulations he is 
familiar, are negyected by him only to 
be written by others, 

Mr. Diefendorf told of the pride there 
is and should ex.st in representing a 
great old company such as is the Mu- 
tual, a giant! tree in the forest of life 
insurance. The mere fact of repre- 
senting such a company as the Mutual 
should put a man in a comfortable 
trame of mind and he told of the feel- 
ing he had when his child won a prize 
at a baby show. It was the pride of 
being father to such a baby. If one is 
p-oud of being a parent he should also 
be proud if his @wn parents are out- 
standing and distinctive; therefore, 
every Mutual Life man should be proud 
of their business father and mother: 
in brief, the Mutual Life. 


Mr. Abramson agreed that there 
should be specialization, but he felt 
that it should be along a little different 
lines; not by businesses and avoca- 
tions and professions, but in types of 
insurance. Thus, a man_— should 
specialize in income insurance, in in- 
heritance tax insurance, in endowment 
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and Permanent Disability Clause. 














PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 


Or PHILADELPHIA 


The Provident, organized in 1865, as The Provident Life and Trust Com- 
pany, preserves a continuous corporate existence, but, having mutual- 
ized, will be known hereafter as the 


PROVIDENT MUTUAL 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition which have arisen from 
fifty-eight years of conspicuous fair dealing. 


The policies of the PROVIDENT MUTUAL contain new and attractive 
features, including the recently adopted and exceedingly liberal Total 


An Increased Dividend Scale for 1923 


LI aS SNS aT RTT IT IS 














insurance or in whatever division for 
which he had the most aptitude, 


Million Dollar Writer Talks 

In introducing Mr. Largeman, Man 
ager Diefendorf said the former paid 
for more than a milion a year, and 
Largeman then illustrated that he 
pract ced what he preached by the fact 
that he carries much insurances on his 
own life and has also insurad his 
entire family by writing’ endowment 
policies on them. He started out to 
be a pharmacist, but has practically 
done nothing except life insurance, 
which has kept him reasonably busy for 
thirty three years. Most of his talk was 
devoted to partnership insurance. In 
talking to business people he telis 
them that in case of a death of a 
partner they would have to pay 6% 
interest to raise money hurriedly at a 
bank to protect certain, features of the 
business. He then pointed out how 
life insurance can step in and save the 
business at small outlay. 

One interesting statement made by 
the speaker was that life insurance is 
a gentleman’s profession. The agent 
who understands his business, and who 
is on the level, can mix with the best 
people in his town—the leaders of all 
kinds. 


ACTOR SELLS INSURANCE 


Harry Cooper, of Vaudeville Fame, 
Opens Offices in Churchill Build- 
ing on Broadway 
Harry Cooper, one of the best known 
entertainers on the vaudeville stage, 
has gone into life insurance. In a page 
ad in “Variety,” he advises every one 
of his theatrical friends: “Don’t fail 
to carry plenty of insurance.” He has 
taken offices on Broadway in the Chur- 
chill Building, where he will be “from 
morning ’till night each day, with a 
staff of competent insurance experts to 
make plain the technicalities of insur- 
ance,” and he will handle all lines. 
His ad is all right except for one para- 
graph which reads that technicalities of 
insurance “are usually made ‘more dif- 
ficult’ to the laymen by insurance 
agents, but our aim will be to make 

them plain and easily understood.” 

Why knock the other agents? Un- 
doubtedly, with their larger experience 
in insurance they can give just as eas- 
ily understood advice as newcomers and 
possibly better advice until Cooper and 
his associates learn the game. 


BANKRUPT CO. INSURED HEAD 
Head of Lumber Company Carried 
Large Line For Benefit of Con- 
cern That Failed 





J. R. Paschall, president of the Ham- 
ilton Ridge Lumber Co., Richmond, Va., 
which went into bankruptcy recently 
listing liabilities of $1,641,585 and as- 
sets of $1,662,010, was insured for $500,- 
000 for the benefit of .the company. 
The insurance was written late in 1921 
by a Richmond agent and was brokered 
in half a dozen companies. At the time 
this insurance was taken out, Mr. Pas- 
chall was carrying $733,000 personally 
and it is understood that this is still in 
force. The latter amount was distri- 
buted as follows: Atlantic Life, $283,- 
000; Penn Mutual, $100,000; Prudential, 
$100,000; Equitable of New York, $50,- 
000; Northwestern Mutual, $150,000; 
Aetna, $50,000. Inability to realize on 
timber lands constituting the bulk of 
its assets was understood to be respon- 
sible for the lumber company’s embar- 
rassment. A note for $9,500 represent- 
ing the unpaid portion of an insurance 
premium was listed among the unse- 
cured claims in the bankruptcy sched- 
ule. 


Count Armand A. A. de Torzas, rep 


resenting the Pan-American Life in 
Columbia, wrote more individual poli 


cies during May than any other mem 
ber of the field force of the company. 
Three other agents of the company in 
Columbia are on the honor roll of last 
month, 
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State Mutual Life 
Holds Agency Meeting 


BUSINESS 





CONDITIONS GOOD 





President B. H. Wright and Other 
Officers Attend Convention; Harry 
Miller Agency President 





The State Mutual Life, of Worcester, 
Mass., held an enthusiastic and profit- 
able convention of its agency club at 
Atlantic City last week with a large 
attendance and an unusually good pro- 
gram. There were representatives 
from each of the twenty-four states in 
which the does business. 
The reports brought from all sections 
and discussed in the meetings were to 
the effect that general business condi- 
tions are good and the outlook is for 
a record year. 

The common experience of compa- 
nies after the end of the agency year 
and convention is to have a falling off 
in business for the next month at least, 
but the State Mutual Life reports new 
business for June at record volumes 
with a million and a quarter ahead of 
the same period to date in 1922. John 
H. York, president of the agency club 
presided at the sessions. 

The following officers were elected 
for the ensuing year: President, Harry 
Miller, Pittsburgh; vice-president, Chas. 
R. Gowen, Syracuse; secretary, William 
Munson, Buffalo; executive committee, 
Richard A. Pick, Chicago; Anderson C. 


Sibley, Augusta; Somerville A. Seaman, 
Pittsburgh. 


Among those from the home office 
who attended the convention were: 
B. H. Wright, president; D. W. Carter, 


company 


secretary; Stephen Ireland, superin- 
tendent of agencies; Emile Landry, 
supervisor of applications; Dr. EH. B. 
Bigelow, assistant medical director; 
C. R. Fitzgerald, actuary. 

The program in part follows: B. H. 


Wright, president, address of welcome; 
J. H. York, president, of Agency Club, 
response; §. J. Adler, secretary, Agency 
Club; Chandler Bullock, vice-president 
and general counsel, advice and sug- 
gestions; C. R. Gowen, The Use of Life 
Insurance for Educational Purposes; 
T. A. Mullen, The Monthly Calendar as 
a Method of Appeal; A. C. Sibley, Our 
Youngest Prospects; E. M. Spivey, An 
Interesting Case of Mine; H. L. Taylor, 
How | Present My Proposition and To 
Whom; D. W. Carter, secretary, Friend- 
ly Comments and Suggestions; Bruce 
Sweet, The Use of the Scrap Book in 
Soliciting; M. A. Law, Making a Propo- 
sition of Life Insurance Interesting; 
M. A. Boyle, Charts as an Optical Ap- 
peal in Selling; C. U. Hughes, Prepara- 
tion; Stephen Ireland, superintendent 
of agencies, Between Ourselves. 

Mare A. Law, vice-president of the 
Agency Club, presided on the second 
day when the following were among 
the features: C. R. Fitzgerald, actuary, 
Actuarial Points of Interest to the 
Agent; C. S. Bergen, Sr., How I Secure 
Prospects; J. H. York, Leader of Dis- 
cussion, Practical Experiences That 
Produced Results; Dr. E. B. Bigelow, 
Results of Our Laboratory Work; Wil- 
liam Munson, What Is Your Batting 
Average; W. H. Jackson, Why Are We, 
What Are We and Where Are We. 


i 
r 


BIG WRITERS 


READ 
THE EASTERN UNDERWRITER 








Each Week for New Ideas 
DO YOU? 
Subscription $3 a Year 





American National 
Expansion Plans 


NEW 





TO ISSUE POLICY FORMS 





Galveston Company Will Enter Several 





Additional States; Shows Big 
Increase in Business 
The American National, of Galves 


ton, Texas, has been planning a num- 
ber of changes in its method of operat- 
ing along more progressive lines and 
also has under way several new policy 
forms. The first of th2se, 
“salary continuation 
just been brought out. 
form of a rder to be 
dinary “and twenty payment life poli 
cies. It is an agreement to pay the 
proceeds of the policy in sixty monthly 
insta’ments instead of in a lump sum. 
Very good results are reported in sell- 
ing the form. 


Entering Additional States 

In line with its expansion plans the 
American National has recently 
entered Michigan, where two industrial 
and one ordinary office have’ been 
opened. Other offices through the 
state will be opened as the men be- 
come available. The plans inciude 
entering several central and middle 
western states as soon as possible. 

The company’s business has been 
increasing rapidly and is far ahead of 
all of its past records. The first five 
months of this year its paid for busi- 
ness was over $43,000,000 as compared 
with $29,000,000 for the same period 
last year. To date this is a gain of 
$13,500,000 over last year. 

The American National will pay for 
more than $50,000,000 the first six 
months of this year, and the company 
expects to cross the $200,000,000 mark 
of insurance in foree for the six 
months period. The ordinary depart- 
ment has shown over 44% more busi- 


known as 
agreement,” has 

This is in the 
attached to or 





This Company has ofape 
have given it a hig 


to develop and hold their business. 





Incorporated 1851 
BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, President 


pursued those policies in the conduct of its business that 
reputation for stability and fair dealing. 


Has always extended reasonable assistance and encouragement to its representatives 


Has always rendered the highest grade of service to its policyholders. 
WINFIELD 8S. WELD, Supt. of Agencies 





Life Insurance For 
Nursing Fraternity 


DON’T CARRY MUCH PROTECTION 





Ellen M. Putnam, of National of Ver- 
mont in Rochester, Gives Argu- 
ments for Writing This Coverage 





(This article, written by Miss Putnam, ap- 
peared in the American Journal] of Nursing, 
Rochester.) 


A recent issue of “The Survey” con- 
tained an article in regard to Life In- 
surance carried by women in the state 
of Massachusetts. The percentage of 
nurses to women in other occupations 
was small, This, together with the 
growing demands on the Nurses’ Relief 
Fund, seems to indicate that the nurse 
could well look into the opportunity af- 
forded by Life Insurance for a method 
of saving. 

The very greatest reason why the 
nurse should carry insurance is to pro- 
tect herself against the time when her 
earning capacity is decreasing and her 


ness for the six months than it had 
iast year. The company is receiving 
the largest percentage of settiements 
with the application that it has ®ver 
experienced, reflecting the excellent 
writing conditions throughout th3 
country. ig 












practical suggestions. 


writes: 


PRICE $3.65, POSTPAID 


86 FULTON ST. 





A Complete Short Course 
in Selling from a New 
Angle----The Twentieth 
Century Answer to All 
Sales Problems. 





This book will open the eyes of business men, sales managers and salesmen 
to the unlimited possibilities in their particular lines when they approach 
and study their problems properly. 
needful for modern business survival and brings together in one volume 
the principles and practices upon which successful selling must be built. 
It is a new scientific approach to all distribution problems. 


Prof. Hess has based his work upon the bed-rock principles of successful 
business as it is carried on now and will be in the future. 
received the endorsement of many business men. 
“If the average knight of the road would buy a copy of this book, 
spend his spare moments reading and digesting it and then go out and 
put its theories into practice, it would be difficult to say how far he might 
not go and what high goal he might not reach.” 
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CREATIVE 
SALESMANSHIP 


By HERBERT W. HESS, Ph.D. 


University of Pennsylvania 
Author of 
PRODUCTIVE ADVERTISING 


Illustrated. 339 Pages. 

It defines the human _ processes 
Filled with 
It has already 


The Buffalo Commercial 


Send Your Orders At Once to 


NEW YORK 








The reason this appalling number of 
people are dependent at age 65 is not 
that they have not made money, but 
that they have not systematically save 
money. There is a new note being 
sounded in the managing of an income) 


head of the list. 
save what was left over after variou 
whims and fancies had been gratified, 
To place savings first, is to ask the 
earner to consider that her income \ 
chargeable first of all, with a duty t 
the future and that this duty should bh 
met by setting aside a certain propor 
tion of her income each pay day befor 
a cent is spent. 


Life Insurance As Savings 


Life insurance as a method of gay. 
ing for a nurse has many advantages, 
It is systematic rather than spasmodic, 
It provides for her last illness and final 
expenses which might prove a burden 
to others. It provides as sound an in 
vestment as government bonds, ani 
insurance besides. It never depreciate 
in value as other investments may. It 
helps her to resist temptations of get. 
ting rich-quick schemes. It gives her 
something to borrow upon in time of 
need. If she marries, the matured en 
dowment may be used to buy a home, 
help educate her children, or for a va 
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cation fund. It eliminates worry for 
the future, thereby increasing her eff: 
ciency in her work. 


Endowment Suited to Women 
One of the best contracts for a wo 
man is an endowment which will 
mature at age 55 or 60 when her earn 
ing capacity is decreasing. 


range to have the matured endowment 
paid as an income for life. This plan 
is much to be preferred to the lump 
sum settlement because it eliminates 
the possibility of loss through unwise 
investment. 


Workings of Endowment Contract 

Let us consider an endowment of 
$5,000 which will mature at age 60, for 
the nurse 30 years old. This would 
require a deposit the first year of about 
$160. Thereafter dividends would be 
payable which might be used to reduce 
the deposit each year or left with the 
company at interest. If they are used 
to reduce the deposit the average 
yearly deposit fer the thirty years 
would be about $117, or a total slightly 
over $3,500. At age 60 she could then 
have the $5,000 in cash or a life income 
of nearly $35 per month. In the meal 
time she has had the protection of 
$5,000 payable to her family in the 
event of her death. She has been 
building up a reserve fund on which 
she could borrow for a rainy day. The 
contract is liberal, so if she were 
obliged to discontinue deposits she has 
guaranteed values in it, and would not 
stand to lose. 


Disability Feature Valuable 

It is now possible for a small addi 
tional premium to have a_ disability 
clause added whereby, in the event of 
a permanent and total disability, all 
further premiums would be paid py the 
company and a monthly income paid 
the insured. The full face amount 0 
the policy would be paid at death or 
maturity. This is a valuable feature 
4 should be added whenever poss 

e. 

The peace of mind which comes from 
making provision for the old persol 
who, some day, will be you, is many 
times worth the small sacrifices nec 
sary during the years of good earning 
power, 
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possible with most companies to ar 
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How One Successful 


Underwriter Works 


DRAFTS 





at 
self to Insure Progressive 
Improvement Each Year 









efforts is used by W. H. Beers, Jr., 


PERSONAL INVENTORY 


w. H. Beers, Jr., Checks Up on Him- 


A novel system of checking up on his 


rep- 


Where there is no vision property 
and assets perish. 

We expect property to give us a com- 
fortable old age. 

Analysis shows 89 per cent of suc- 
cessful men lose their property. 

Canadian government shows 80 per 
cent have nothing during later years. 

Average estate lasts seven to nine 
years. 

Ninety per cent is lost after 65th 
year. 

If our property doesn’t take care of 
us in later years it is a serious propo- 


BECOMES EFFECTIVE 


Commissioners Adopt 
Report Blank Changes 


AT ONCE 





Several Changes Affecting Life Com- 
panies; New Fraternal Report 
Blank Adopted 





The committee on blanks of the Na- 
tional Convention of Insurance Com- 





with the word ‘private’ as provided in 
the note at the foot of Schedule B.” 


References Eliminated 


As there are no further items of in- 
come under the Soldiers and Sailors 
Civil Relief Act, all references to this 
are eliminated. 

The following resolution affecting 
life companies transacting life and ac- 
cident and health business was unan- 
imously adopted: 

“Resolved, That life insurance compa- 
nies authorized to transact accident 


aber off resentative in Rochester, N. Y., — sition, isn’t it? missioners, of which Deputy Superin- ®24 health and liability insurance, and 
is noff Mutual Benefit Life, of Newark. Hac 1. Property has many inherent weak- tendent of Insurance of New York '™é@king a segregation of assets between 
»y, buf year he makes an inventory. On one  joccog the life department and accident and 







’ saved 

being 
ncome, 
at the 


the other side the good things he 
able to do. He has a page and a 





side he lists all his bad breaks and on 


was 
half 


of such references covering 1922 busi- 


2. We ourselves are often at fault. 

3. Our legal systems are at fault, be- 
cause of the difficulty in transferring 
property. 


Henry D. Appleton is chairman, has 
completed and submitted its report. 
This has been approved by the execu- 
tive committee of the convention with- 
out change, making it, under the con- 


health and liability department, shall 
be permitted in their annual reports to 
the various state departments to com- 
pile Schedule ‘B’ (schedules of mortgage 




























































































was a mens. Here are some of the things Mr. Money must be invested and rein- vention rules, the act of the convention !0@"8) in the statement blank contain- 
various Beers is trying to do this year: — , vested. itself. A valuation report blank for /"& the returns for the accident and 
vatified—§ Have a more definite program 0 Even Liberty Bonds have to be rein- fraternal societies has also been ap- Health — liability he rang oS 
sk the hours. \ vested in 30 years. proved. pel soe a requ ~ - Sc r ae 
‘ome i Spend more time outside meeting Insurance companies invest in farm Among the more important changes Ae: Pree — oer a containing 
duty tof people. mortgages, made in the report forms are the fol- ag 8 pers or the lite department. t 
ould hf Get more data from people. Even in this safe form of invest- lowing: [ le reason for this is that the life 
proporf, Rather have too many people to see ant they turn their money over every The inside front cover, “Instructions companies having power under their 
“before than not enough. , five years. to Companies” covering bank balances Charters and by virtue of the statutes of 
Have at least ten real interviews a If you have to turn your money over is amended by adding the following: pet ‘inbilft oo to ee 
s week. nn ten times during your business life- “Deposits in private banks or banking ®"@ "4 ond peer ee wn bet “ eo 
Write more business in Rochester - time what are the chances of your mak- firms not under governmental super- % %¢8Tegation of assets between the 
of savf rather than in the outside territory. — ing a mistake? vision are to be specifically marked (Continued on page 9) 
untages, Take an easier mental attitude in his 
smodic— work. 
nd final Avoid working under stress. 
burden Do a reasonable and fair amount of 
1 an inf work every day. 
is, anif Solicit men who have large incomes 
reciates) or men who will some time make large 
nay. It) incomes. 
of get: M ‘ Cc it 
on oney vs. Earning Capacity 
time of Mr. Beers is not especially interested 
ired en) in men who have a lot of money. He IE 
2 home’ is more interested in men with large 
yr a va) earning ability. Money comes easy to 
ry for) them and is passing through their 
her efi‘ lands. The money is being made 
through their own efforts. Young men 
with potentially large incomes are good 
en prospects. Some day they will make 
r a wo good. You want to sell them a sound | 
ch will? financial program that will help them § 
er earl) in their business. Describe the pro- 
is now; gram to them and tell them that you § 
; to ar will sell them $5,000 now and the bal- J 
lowment} ance later. Out of 100 such carefully | 
his plan} selected man probably ten will be able 
1e lumpf to buy a million dollars of insurance Teamwork Tells 
iminates)) later in life. Last year, Mr. Beers | 
unwise> closed three men bringing them up to l : 
| gle ie ar ae aoe Agents’ loyalty and enthusiasm, plus New 
wae? , H Office Service features produce Team- 
a Usually when such men buy later they | ome e ervil ; p uce m 
60, Qt a ee. oe ae eye work and increase production. 
: ww Make a scientific analysis of a man’s ; , | 
of < needs. It is possible to give a man bet- These new features will help Union Central 
ou ter service through knowing his affairs : . | 
0 by _ intimately. If there are certain Agents get more business: 
wl thin our 
are used gt tae these coca sou For policyholders: Increased Cash Values made retro- | 
average | self. You will find the results astonish- active—Enlargement of Free Health Test Service— 
Y avnty) 8, People answer Mr. Beers without 5% interest on policy proceeds and dividends, left on 
slightly} hesitation. If a man doesn’t open up d it 
. = = asks for a written proposition, tell eposit, 
> mnco m ? ness that way, ; , , 
1e mea | that et codeine = eee etnmne For agents: Home Office leads—Letter Circulariza- 
ction of) to men’s needs and that you can’t act tion Service—Special Bulletin Service—Limit in- 
in the intelligently until you have the facts to creased to $200 000. \ 
as an _ Tell him that other agents may 
n sell that way and that they are welcome F ts: N Busi s Protecti Policy—New 
ay. The to : - or prospects: ew busines : (0) : on ; y: : ; 
oe Bovand genie hap elienaiae~cdenmes Life Income Endowment Policy—Liberalized Disabil- 
she has ae eee Sipen: Se ity Clause—Substandard Insurance. 
‘ould not ‘ It Mr. Beers finds a man has a fair 
Thea nsurance and is inclined to be TEAMWORK—Boosting Policyholders and a Loyal 
ard prospect for additional insur- a 
ble ance, he usually tells him, “I think you Agency Force backed up by the Home Office insure 
all addi are cared for for the present.” He success for the Union Central Agent. 
licabity makes a suggestion-or two for the ben- 
event ©) (fit of the policyholder and leaves him For agency relations write the Home Office. 
ility, all} ina good humor. 
id a na each man understand that you 
me OW your business. i 
mount off Give a man a birdseye view of the The Union Central Life Insurance Company 
death OT § proposition and then ask him what he 
feature § thinks of it. “Just answer these ques- eee 2 
er possk § tions, please. If I have anything for Cincinnati, Ohio 
you I will see you later with a personal 
es fro! — Proposition.” 
i persoD Don’t talk figures at first—just big 
is many — road ideas. It is ideas that impress. 
ces nec ere’s a background for your proposi- f 
earning § ton, ; 
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LIVE HINTS FOR, BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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All good intentions 

Intentions of a father concerning 
vs. the care and provision 
Performance of his children are not 


worth nearly so much 
to them as the occasional coin he drops 
in the little tin bank on the mantel 
piece. This will accumulate steadily 
and pay the premiums on a policy that 
will educate them or give them a start 
in life. On this subject the Mutual 
Life says: 

“You know right here to-day, now, in 
the United States and Canada only one- 
third of the people have an annual in- 
come of $3,000 or more. There’s many 
a smiling man who’s hard-up, deucedly 
hard-up. Most patches, remember, are 
where you can’t see them. And many 
men you call ‘middle-class’ may be at 
some time or other—even when they 
smile and laugh and joke—near the 
falling-off place. ‘Then, too, the tin 
bank has perhaps in some cases been 
a fund altogether too convenient for 
meeting a call that wasn’t absolute 
necessity. And so many a little tin 
bank is ravished and taken from its 
place and dropped just somewhere out 
of sight. The robbers mean to pay 
back the money, of course, but time 
slips away quickly, and before they 
realize it years have passed. It may 
not be too late té lay up money for the 
child, but the delightful sentiment of 
putting money in the bank and accumu- 
luting for the baby has gone. 

“A short term endowment, for a very 
small amount, taken out by the father 
upon his own life would make a 
splendid modern ‘little tin bank’ for the 
baby. It would perhaps require a little 
stricter economy, but its greater bene- 
fits and its certainty would more than 
make up for denial—for the self-denial 
most fathers and mothers gladly, 
cheerfully, make. It would be a matter 
of pride to keep it going. It couldn’t 
be ‘robbed’ in a day or two for mere 
convenience, and it wouldn’t be. And 
it would be far more than a fund to 
give to the baby when near maturity; 
it would be an instantly-created estate 
that would protect the baby—and pro- 
tect father and mother at the same 
time, giving a sure income if the father 
were wholly disabled and providing 
money for the mother if she were left 
alone with the baby.” 


The Travelers cites 


The Young this personal experi- 
. Man and ence of W. W. Foulk- 
The Bank rod, Jr., president of 


the Southwark (Pa.) 
National Bank: 

Some few years ago a young man of 
twenty-five or twenty-six wanted to bor- 
row $2,000. He was a remarkably 
healthy fellow, had a good business, 
was making a little money and had won- 
derful prospects. In conversation, I 
asked him what life insurance he car- 
ried and what amount was payable to 
his estate. His reply was that he car- 
ried none at all and did not believe in 
life insurance. Because he would not 
take out life insurance, the loan was 
refused, for the reason that if anything 
should happen to the young man during 
the following year, his business would 
not be well enough established to stand 
on its own merits. It so happened that 
within just a month or so over a year 
the young man died. His creditors 
began pressing their claims against his 
estate. The widow had no ready cash 
to continue the business and the inevit- 
able happened. The estate did not pay 
dollar for dollar. There was no life 
insurance, 

The young man thought only of the 
present; he did not consider the future. 
Had he taken out $5,000 life insurance, 


payable to his estate, at the time 
he applied for the loan, the result would 
have been different. His estate would 
have been solvent; his widow would 
have been able either to carry on the 
business or sell it to advantage. Also, 
instead of going out to work, as she is 
now doing in order to give herself and 
child a mere existence, she would now 
be living in a comfortable way. This 
young man was energetic, ambitious 
and possessed business ability, but he 
lacked the very important qualification 
of foresightedness. 


o < ” 
Has it ever occurred 
Selling to you that a life insur- 
On A Rising ance agent has one ad- 
Market vantage over every 
other salesman in the 
world? He is always selling on a ris- 


ing market, 
tional Life. 

If you were an automobile salesman 
and knew that within a week the price 
on your car would be advancing, you 
would know what to do. If you were a 
coffee salesman and knew that tomor- 
row the price on all grades of your cof- 
fee was going up and you knew of a 
number of stores that were handling 
your coffee, you would know what to do 
today. 

Ask any salesman in any commercial 
line, whose product varies in price and 
he will teli you that it is always hard 
to ‘sell when the price of his commod- 
ity is decreasing, but when the price 
is advancing, there is always a heavy 
demand, 

The life insurance salesman has one 
time in each year for every prospect 
when he can go to him and say that the 
price of his insurance is going to ad- 
vance for that prospect tomorrow. He 
will never again be able to buy it at a 
lower rate—that once the price is ad- 
vanced it will never be decreased 
again. He must buy now or forever 
afterwards pay a higher price. 

Many successful agents owe their 
success almost entirely to the fact that 
they follow up systematically every 
change of age memorandum in their 
files and they follow it up at the right 
time each year. If you followed up a 
change of age last year and sold a man, 
follow him up again this year. Follow 
up each and every one every year. 
oer eer 


points out the Interna- 








tives. 


Independence Square 


THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it renders 
to its members and to its field representa- 


Back of your independence it is ready to 
stand as an economic bulwark. 


The Penn Mutual Life Insurance Co. 


Philadelphia 








1867 


per cent. 


Address: Home 





EQUITABLE LIFE 


Insurance Company 
OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Insurance in 
Dec. 31 Assets Force 
1912 ....cccceeo. QURMRE Tae $ 67,326,327.00 
1922 ............ $44,995,738.00 $313,132,592.80 


The net return paid on funds left with the Company is 4.8 


For information regarding agencies 
Office—Des Moines 


1923 








Penn Mutual Issues 
Two New Policies 


INCOME 





ARE CONTRACT FORMS 





Five Per Cent Guaranteed Income And 
Annuity at Ages 50 to 70 
Inclusive 


The P2nn Mutual has just brought 
out two new policies, one a 5% guar- 
anteed income contract, and the other 
an annu‘ty life income at 50, 55, 64, 
65 or 70. 

The 5% guaranteed income pclicy 
yields that wate of income or a_prin- 
cipal sum left with the company at the 
death of the insured. It is issued on the 
two life forms. The 5% income is made 
up of 8% interest, the rate paid on 
regular contracts, and 2% annuity, the 
cost of which is included in the 
slightly increased premium—the annu- 


, 
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State Mutual Life Assurance Company 


of Worcester, Massachusetts 
Incorporated 1844 


Steadfast adherence to the principles of pure mutuality has built 
up a membership of policyholders in this Company who realize the ad- 
vantages of its constructive and progressive policies. 


Home Office co-operation with the Field Force has created a selling 
organization with which it is both pleasant and profitable to be 


associated. 


B. H. WRIGHT, President 


D. W. CARTER, Secretary 


STEPHEN IRELAND, Superintendent of Agencies 





ity part of the premium is based on 
the age of the originai beneficiary at 
date of issue, and the 5% income is 
not paid to a contingent beneficiary. In 
addit.on to the 5% income, the hene- 
ficiary will receive excess interest iu 
each year, at the same rate as is paid 
under the regular contracts. 

At the death of the original bene 
ficiary, occurring while the income is 
being paid, the principal sum will still 
be held by the company, if desired, 
and interest at not less than the mini- 
mum rate of 38% wilt be paid, or else 
the principal sum will be paid under 
one of the instalment options. The in- 
sured himself may determine _ this 
latter distribution of the principal, or 
the contingent beneficiary may elect if 
he or she becomes entitled to the pro- 
ceeds. 

The life income at a stipulated ag 
is an annuity contract. It is paid for 
by an annual premium deposit, and is 
issuable without medical examinat on, 
uniless the disability benefit is desired. 

The policy carries a death benefit, 
which begins in the first contract, year 
and increases each year until that of 
the maturity of the contract. ‘If the 
insured should die in any year before 
the maturity of the contract, the death 
benefit for that year would be paid. If 
the insured should die after beginning 
to receive the income, the beneficiary 
would be entitled to the difference be- 
tween the sum of income payments 
that had been made and the cash value 
of the policy at the time! when the in 


come paying began. The cash value 
and the death benefit are the same 
amount. 


Cash values begin in the third y2ar. 

There are paid up values also. In- 
stead of taking the cash value, the in- 
sured may hava, automatically, a paid- 
up life income for such a proportionate 
amount of life income as the cash value 
at the time of default accumulated at 
31%4% interest per annum up to the date 
of commencement of the original life 
income, bears to the stipulated cash 
value on the date for commenc2ment 
of the original life income. 

The policy draws annual dividends, 
which may be used to reduce the pre: 
mum or to accumulate at interest. If 
left to accumulate, they will be paid in 
the one sum when any payment of the 
Company accrues, or may be used to 
increase the life income, 
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Reinstatement Forms 
Used in Massachusetts 


ASE OF OCCUPATION CHANGE 





onditions of Revival That May Affect 
Terms of Original Contract And 
Premium 





The Massachusetts Insurance Depart- 

ment has approved certain forms of 
riders and endorsements designed to be 
used in cases of reinstatement where 
the person formerly insured has since 
the date of the original policy changed 
his occupation to one which the com- 
pany would decline to accept, except 
under a Special premium classification. 
their effect is to modify the original 
policy with respect to premium rate and 
certain other incidentals. In discussing 
the effect of these forms the depart- 
ment ruling says: 

A policy which lapses for non-pay- 
ment of premiums is thereby termin- 
ated. Under the provisions of section 
132 of chapter 175 of the General Laws 
acompany must insert in its policies a 
provision that the holder is entitled to 
reinstatement at any time within three 
years from the date of default upon 
certain conditions, the material one for 
the purpose of this decision being the 
production of evidence of insurability 
satisfactory to the company. In effect 
this provision is an open offer to revive 
the policy and if the policyholder com- 
plies with its terms the company is un- 
der contractual obligation to revive the 
policy. The proceeding for revival is, 
however, a new proceeding possessing 
the elements of an independent con- 
tract, and the rights of the policyholder 
do not of necessity revive ab initio. 
Holden v. Metropolitan Life Insurance 
Company, 188 Mass. 212. The question 
of fraud in the renewal application can, 
for instance, be raised in spite of the 
fact that the period within which the 
original policy according to its terms 
could be contested has expired. The 
parties may, also by mutual consent 
upon revival modify certain of the terms 
of the original policy. Keller v. North 


_ American Life Insurance Company, 133 
| N. EB. 726. 


Complying With Terms 
Obviously there is no right to revival 
unless the terms of the reinstatement 
Provision are fully complied with. The 


. Provision in question requires the pro- 
duction of evidence of insurability sat- 

_ isfactory to the company. 
| of insurability’ properly includes all 


“Evidence 


facts reasonably pertinent to the risk. 
Doubtless the most important of these 
is physical condition; but the evidence 
of occupation is upon occasion of great 
importance, some occupations involving 


' avery decided increase in hazard. 


This evidence is of necessity taken as 
of the time when the revival application 
8 made, and not as of some earlier 
date, the revival proceeding being as 
above indicated essentially a new pro- 
ceeding. The term “satisfactory to the 
company” must properly be interpreted 
48 Meaning reasonable satisfaction. 
The company cannot act in an arbitrary 


| & unreasonable manner, nor make dis- 


‘riminations. So long as it requires as 
evidence of insurability no more than 
it requires of new insurants it is not 


Assets ........ a 
Liabilities 

Capital and Surplus. 
Insurance in Force.. 


ayments to Policyholders. 
otal Payments to Policyholders since 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 to *$1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1922. 







Organization. 
JOHN G. WALKER, President 


Settlement Plans 
Need More Attention 


CAN NULLITY PROTECTION 





Method of Payment of Proceeds Should 
Be Studied When Case is 
Written 





When a man buys insurance is the 
time for him to make provision for the 
proper care of this money when it be- 
comes payable. Just as the type of 
life insurance sold to a _ policyholder 
should fit his particular needs, so should 
the plan for distribution of the pro- 
ceeds be adapted to the probable future 
circumstances of the beneficiary, as 
pointed out by the insurance depart- 
ment bulletin of the U. S. Chamber of 
Commerce. 

If, in the policyholder’s judgment, an 
installment plan is preferable to a di- 
rect payment in a lump sum, it will be 
necessary to select an agency to carry 
out his wishes. He may have the 
money made payable to a trust com- 
pany or other trustee in whom he has 
confidence, with directions as to how 
the installments are to be given to the 
beneficiary; or if he desires, his insur- 
ance company will make payment to 
the beneficiary of the face value of the 
policy in such installments as he may 
stipulate. 


Optional Settlements 

Life insurance contracts are payable 
in a lump sum unless the policyholder 
specifically selects some optional set- 
tlement of the contract. Various poli- 
cies contain different options, but those 
most commonly used provide that the 
proceeds of the policy may be— 

1. Left at interest. The beneficiary 
under the terms of the policy receives 
a certain guaranteed rate of interest 
(usually 3 or 314%). Some companies 
also provide for the payment of excess 
interest based upon the earnings of the 
company in excess of the guaranteed 
rate. The principal sum is payable at 
the end of a specified period of years, at 
the death of the beneficiary, or upon 
the occurrence of some other contin- 
gency mentioned in the policy. 

2. Paid in limited number of install- 
ments. These payments may be made 
abana quanterty, semi- cements or an- 


guilty of diese eaiiniattan and is sulin 
facie acting reasonably. 

It would therefore seem that the com- 
pany might reject an applicant on the 
ground of his occupation having chang- 
ed since the date of the issuance of the 
original contract to one regarded by 
the company as more hazardous, so 
long as this is in accordance with the 
rules prescribed for new applicants. 
According to the evidence this is the 
case, the company having filed with the 
department a schedule of occupational 
ratings. If the company has power to 
reject, there would appear no reason 
why the company and the policyholder 
might not agree that the original policy 
be revived not in its original form but 
with modifications. 

Keller v. North American Life Insur- 
ance Company, ubi supra; American 
Mutual Insurance Company v. Otis, 183 


S. W.; 183 Conway v. Minnesota 
Mutual J.ife Insurance Company 112 
Page 1190. 


The forms therefore may be approved. 
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nually. The period over which they 
extend usually varies from two to thirty 
years. In case the beneficiary named 
should die before all the payments have 
been made, the commuted value of the 
balance will be paid to the estate of the 
beneficiary, unless otherwise stipulated 
in the policy. Provision is made in one 
form of contract for increasing each 
payment by excess interest earned by 
the company on the balance of the 
funds remaining in its care. 

3. . Paid in certain and continuous in- 
stallments. Under the second method 
of settlement, the payments cease at 
the expiration of the specified period. 
As this may leave the beneficiary with- 
out support, the insured may desire to 
make some arrangement by which the 
payments can be continued throughout 
the lifetime of the beneficiary. It is 
usually provided in such cases that pay- 
ments be made in any event for five, 
ten, fifteen or twenty years certain, and 
so long thereafter as the beneficiary 
ramed may live. These installments 
may be paid monthly, quarterly, semi- 
annually or annually. In case provi- 
sion is made for increasing payments 
by excess interest earnings, it will ap- 
ply only to those installments which are 
guaranteed. 


Legal Aspects 

There are some: legal aspects to these 
optional settlements which are import- 
ant to bear in mind. 

1. If the insured desires, the ingsur- 
ance company may guarantee that the 
beneficiary will not be permitted to com- 
mute, encumber or assign the proceeds. 
Some states permit the companies to go 
even further in assuring that income 
payments are made only to the bene- 
ficiary. Under their laws, a clause may 
be inserted in the policy prohibiting 
creditors of the beneficiary from attach- 
ing any payments of principal or in- 
terest. 


2. The proceeds of life insurance 


policies are exempt from the Federal 
Income Tax. This is not to be con- 
fused with the Federal Estate Tax 
which was discussed in a recent bulle- 
tin. The clause in the income tax law 
exempting the proceeds of life insur- 
ance policies from tax has been con- 
strued to mean that installments or in- 
terest paid to a beneficiary will not 
be taxable if the beneficiary had not 
the right to change the form of settle- 
ment. In case the beneficiary could 
have taken the lump sum instead of re- 
ceiving the proceeds under one of the 
other forms of settlement, any pay- 
ments which represent interest will 
then be subject to an income tax just 
as the interest on other investments. 
3. As payments of interest or in- 
stallments are made directly to the 
beneficiary, the life insurance policy 
never constitutes a part of the policy- 
holder’s estate. It is thus free from 
legal costs, administration expenses, 
and usually from inheritance taxes. 





The Western and Southern Life, of 
Cincinnati, states that the inersase for 
each week of 1923 has exceedéd the in- 
cr2ase for the corresponding week of 
last year. 





The annual meeting of the special 
and d‘strict agents association of the 
Northwestern Mutual Life will be held 
at the home office on July 23. 








REPORT BLANK CHANGES 

(Continued from page 7) 
two departments are in fact single cor- 
porations, the segregation of assets be- 
ing made for accounting purposes and 
not because of any statutory require- 
ment. If no segregation of assets were 
made such companies would not be re- 
quired to file other than the regular 
modified Schedule “B” now incorporated 
in the life blank. 








next birthday 


and are up-to-date in every respect. 








are guaranteed by State Endorsement. 


BASIL S. WALSH. President 
JOSEPH L. DURKIN, a gs 2 


INDEPENDENCE SQUARE’ 


HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to @ years 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES end DOUBLE INDEMNITY FEATURES, and 


BRYAN KYLE, Medical Director 








A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


8 J. CUNNINGHAM, Vice-President 
HN J. GALLAGHER, Treasurer 


PHILADELPHIA, PA. | 
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Office for information. 
states. 


since 1878. 








MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Fidelity is a low-net-cost company operating in 40 
Full level net premium reserve basis. 
of a Billion insurance in force. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men. 


ay 


Over Quarter 
Faithfully serving insurers 


























JACKSON MALONEY 
Vice-President 


PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 


ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


A. MOSELEY HOPKINS 
Manager of Agencies 
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Provision Against 
Inheritance Taxes 


NOT BE 


SHOULD POSTPONED 


Enormous Levies on Estates a Lesson 
Against Procrastination in Guard- 


ing Dependents Inheritance 


Provision for inheritance taxes has 
become such an important factor in life 
insurance that every life insurance man 
should be thoroughly posted on = all 
phases of its use in this connection. 
Benjamin W. Loveland, supervisor of 
claims for the Connecticut Mutual Life, 
has prepared a very instructive dis 
cussion of this subject. He says: 

The business men of today and the 
salesmen of life insurance are only be 


ginning to realize the importance of 
making provision for the heavy toll 


that will inevitably be levied against an 


estate in case of death. Many men 
have not given the matter sufficient 
thought to come to any decision, even 
if they are aware of its importance. 


The time of most men is so completely 
occupied by the pressing demands of 
the day that they put off until the mor- 
row what can conveniently be shelved, 
with the result that matters of great 
importance are often indefinitely post- 
poned, not because they do not mean 
eventually to act on them, but for the 
reason that they do not consider them 
imperative at the moment. A man thus, 
unconsciously perhaps, shifting a bur 
den upon his family, the responsibility 
for which should be upon his own 
shoulders, and not imposed upon those 
who are able to assume it. As 
a result, the duty devolves upon the life 


less 


insurance salesman to take advantage 
of this condition. 
When Cash Is Needed 


Procrastination is indeed a thief of 
time, and results in many cases in caus- 
ing not only concern to a man’s family, 
but a probable loss to his beneficiaries 
of a considerable portion of the estate 
which the head of the family consid- 
ered would be sufficient for their needs. 
He may have omitted to take into ac- 
count the toll that will be exacted upon 
his death; he has perhaps not realized 
that his estate may be depleted by an 
amount much greater than he had antic- 
ipated. How much thought has he 
given to the matter of increasing taxa- 
tion in the various States? Has he 
examined his securities, his stocks and 
bonds, with a view of ascertaining in 
What States the issuing company is in- 
corporated, and therefore what States 
will exact a tax on the securities issued 
by a company incorporated therein, on 
his death? If he has considered these 
questions at all has he given thought 
to the fact that both Federal and State 
Inheritance Taxes will be payable at a 
time when his family may be pressed 
for ready cash, and whether or not he 
has made provision for a_ sufficient 
amount to meet this demand? 

It is a trite remark to say that this 
is an age of specialists: but more and 
more is this becoming true. Here lies 
the opportunity of the life insurance 
salesman, and he should realize that it 
is one of the greatest fields ever opened 
to him. The harvest is ripe, and if 
he has prepared himself in a thorough 
manner he has only to reap. The field 
which has not been carefully cultivated 
will not yield the best results: it must 
be diligently nurtured. The agent need 
not be confined to new fields, that is, 
to new prospects, for there are thou- 
sands of persons already carrying insur- 
ance which is totally inadequate in 
amount to meet the taxes that may be 
imposed on their estates. 

This fact has been illustrated by ref 
erences to the many cases of wealthy 
men whose estates have not furnished 
the necessary ready funds to meet taxes 
within the time allowed by law, with 
the result that securities have been sac 
rificed, mortgages on property have had 
to be secured, or money otherwise bor- 
rowed, thus causing embarrassment, de- 
lay and loss in the settlement of the 


estate. Witness the case of Henry C. 
Jackson, a director of the Old Colony 
Trust Company of Boston, who left an 
estate of over three millions, nearly 
half of which consisted of securities of 
corporations organized under the laws 
of various States, eighteen in number, 
each imposing a tax. In some cases 
the securities of a certain corporation 


were taxed by two States, other than 
the State of the resident, the result 
“being that nearly 25 per cent of the 


entire estate was paid out in taxes to 
the various States and the Federal Gov- 
ernment, the amount of which has been 
stated as about $690,000. This entire 
amount was due in cash within one 
year of the death, while the amount of 
cash available was something under 
$50,000, a comparatively large amount 
for an estate of any size. 
Getting Around Difficulties 

Other outstanding cases of this char- 
acter are the estates of James Stillman, 
amounting to over $40,000,000, on which 
the tax levied was over 40 per cent of 
the estate; the Woolworth estate of 
over $30,000,000, where the great Wool- 
worth Building was mortgaged and his 
residence sold, in order to provide nec- 
essary funds to meet taxes; and the 
estate of Edmund (C. Converse, a resi- 
dent of Connecticut, which was obliged 
to pay taxes in ten other States, aside 
from the Federal Government and a 
Canadian province. In certain cases 
the representatives of estates have been 
obliged to apply to the court for per- 
mission to borrow funds to meet taxes. 

Although the cases mentioned may be 
termed exceptional as to the size of the 
estate, there is an infinite number of 
persons owning property of such char- 
acter that it cannot readily be con- 
verted into cash at death. Probably 
the cases are few in which a man keeps 
on hand a large amount of cash. He 
ordinarily has only a moderate amount 
for ready use, for if he is of the ordi- 
nary shrewd type he keeps his assets 
working. This course has its advan- 
tages, but in case of sudden death, for 
instance, the representatives of his es- 
tate may be embarrassed, 

There is, fortunately, a way out of 
the difficulty providing a man is insur- 
able, and it is amazing that many per- 
sons have not as yet taken advantage 
of it. Their name is legion. The sales- 
man who is well grounded on the prin- 
ciples of insurance, and has at his com- 
mand the necessary facts regarding 
inheritance taxation, has an “open se- 
same” to the door of opportunity and 
success. 

Procedure Is Simple 

How simple it is to present this mat- 
ter to a prospect, when offered in the 
way of a service to him. When properly 
approached, he should be willing to give 
a salesman some idea of the amount 
and character of his estate by which he 
will be enabled to determine the ap- 
proximate amount of Federal and State 
Inheritance Taxes which will be pay- 
able in the event of his death. It is 
then possible to suggest the necessary 
amount and plan of insurance to cover 
the case. The prospect should be made 
familiar with the advantages accruing 
through the conservation of his estate, 
and in order that he may be properly 
and fully advised the salesman must 
have adequately prepared himself that 
he may be able promptly to answer any 
inquiries. 

By way of illustration, let us assume 
that the salesman has in mind a person 
who has inadequate life insurance pro- 
tection, and that he has by inquiry 
learned approximately the amount of 
the property of his prospect. This al- 
lows the salesman to approach the case 
with a view of rendering him a distinct 
service. There is no question § that 
there are thousands of men who are in- 
tensely interested in amassing a com- 
petence, but who have little, if any, 
knowledge as to the processes through 
which his estate must pass at his death. 
Even if unwilling to state to his inter- 
viewer just the character of his invest 
ments, the chances are that if he is 


presented with an illustrative case the 
facts will be somewhat of a surprise, 


and perhaps a shock, to him, especially 
if he has given no special thought to 
the matter. The result should be that 
he will frankly state to the agent the 
amount and character of his investment 
securities, real estate, etc., whereupon 
a very close estimate of Site and Fed- 


eral Taxes may be furnished. Let us 
suppose that the prospect, who is a 
resident of the State of Ohio, has fol- 


lowed this supposition, and states that 
he has approximately a present estate 
of $300,000, comprising the following: 
Total Value of Net Estate, $300,000, 
Passing to Wife and Children 
(After payment of debts, funeral and 
administration expenses.) 


Items Where Taxed Amount Pax 
Real Estate, Ohio ... $100.00) $8,550" 
General Electric, New York 50,000 65) 
( S. Steel, Pr., New Jersey 50,000 45! 
American Woolen, Mass....... 25,000 15) 
Amer. Agri, Chem., Conn...... 25,000 150 
So. Pacific R. R.. Kentucky 25,009 159 
Swift & Company, Illinots.... 25,000 1(K) 
Total Net Estate.............$30%),000" 
Total State Taxes $10,200 
Federal Estate Tax cess 550K) 
Total Takes: os.« $15,700 
*Amount subject to Federal Tax 
*Total Estate of $300,000 taxed by Ohno, 
***On amounts Jess exemptions 


It appears from the above table that 
in addition to the Federal Estate Tax 
of $5,500 the estate was taxable in seven 


States, the total tax amounting to 
$15,700, or over 5 per cent of the net 
estate. The table is based on the es- 


tate passing to wife and children, who 
are given the benefit of the largest 
exemption. Should the estate pass to 
a brother or sister, for instance, in most 
States the amount of tax would be ma 
terially larger, the rates in such cases 
being usually double or treble that im- 
posed on an estate passing todirect heirs. 
It is to be noted, however, that there 
is a growing tendency toward a higher 
rate of inheritance taxation in the sev- 
eral States, as for instance, in the State 
of Michigan where the present Jegisla- 
ture is considering an appreciable in- 


crease over present rates. This ten- 
dency is also evidenced in the States 
of Washington, Wisconsin and Mon- 


tana. No one can foretell to what ex- 
tent the above figures may be increased 
in the course of the next 25 years, al- 
though a limit must of course be 
reached, otherwise there would be a 
harmful reaction upon the State impos- 
ing a rate of tax amounting to virtual 
(Continued on page 11) 
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A NEW YORK LIFE IN- 
SURANCE COMPANY 


Offers an attractive manager’s con- 
tract for HARRISBURG and SOUTH- 
ERN PENNSYLVANIA in which ter- 
vitory the Company is not represented. 


Agents receive co-operation at all 
times, they are assisted with prospect 
service plans, $100,000 and $200,000. 
Clubs, attractive literature, up to date 
policy contracts, and quick action on 
applications. 








A Home Office official will be glad to 
talk with you about a practical method 
of developing a successful agency. 


All negotiations strictly confidential. 


Address Success 
c/o The Eastern Underwriter 
86 Fulton Street 
New York 


(MN 











FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 








GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD’ MEN 
AND 
WILL PAY THEM WELL 























HOME LIFE 


INSURANCE CO. 


NEW YORK 


—— 


WM. A. MARSHALL, 
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The 63rd Annual] Report shows: 


Premiums received during the 

Tear TO cicsssvses epeeuasee® rere 

Payments to Policyholders and 
their beneficiaries in Death 

— Endowments, Dividends, 
c 


Reserve Funds 
Net interest Income from Invest- 
ment 
($722,352 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 52.87% 
of the amount expected. 
Insurance in Force.......... «e+ + -$232,163,082 
BOMITED ASCH io cacecccsssavnce 46,253,718 





For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 

















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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Meetin 2 Indebtedness 
With Life Insurance 


CONTRACTS TO FIT CASES 
Different Forms May Be Used to Pro- 
vide for Various Kinds of Matur- 


ing Obligations 


How different policy forms can be 
used to meeting various kinds of ma- 
turing obligations was discussed by 
W. R. Williamson, assistant actuary of 
the Travelers in the company paper, 
“Protection.” 

Any individual who contracts indebt- 
edness naturally designs to repay the 
indebtedness either during his life or 
after his death and if debts must be 
met after death, one of the best methods 


of providing for their repayment is 
through life insurance. .Mr. William- 
son says: Since most life insurance 


policies are designed to furnish an in- 
come to the widow and children during 
their lifetimes, the best method of meet- 
ing indebtedness by insurance is’ by 
separate contracts, Where such spe- 
cial provision is not made, the widow 
may have to use her limited incom¢ to 
meet those liabilities which were not 
cleared off by the insured while he was 
living and where even the interest on 
such liabilities imposed something of a 
burden upon his complete income. 
Two Types of Mortgages 

The mortgage against the home, a 
constructive type of indebtedness, per- 
mits home ownership to many who do 
not have adequate capital to own homes 
absolutely. In the case of the widow 
left with a reduced income, it is desir- 
able that she should have specific funds 
al the death of the insured from which 
she may pay the interest on the mort- 
gage or retire the mortgage entirely. 

The mortgages are of two types 
the first a generally more or less per- 
manent providing for no specitic re- 
duction year by year, the second 
mortgage temporary, based on the as- 
sumption that it can be eliminated 
within a few years. Such a mortgage 
frequently by its terms provides for 
stated annual reductions in principal. 

For the presumably permanent first 


mortgage the ordinary life policy re- 
quires the lowest premium, which is 
guaranteed against future increase. 


This level premium can be regarded as 
part of the outlay for the housing ac- 
count and should death occur at any 
time during the continuance of this pol- 
icy there has been created an estate 
equal to the mortgage liability. 

For a small additional outlay beyond 
the cost of ordinary life insurance the 
young man could secure a long-term en- 
dowment contract under which he is 
Steadily building up a capital account 
Which will ultimately equal the mort- 
gage liability. If this long-term endow- 
ment contract matures during his 
hormal income-earning period, he has 
Increased his equity in his own home 
lrom the excess above the mortgage to 
the entire value of the house. 

When to Use Term 

For a temporary second mortgage, 
ferm insurance provides temporary pro- 
lection at a very low cost. Where the 
second mortgage is steadily reduced by 
Principal repayment a decreasing one 
year renewable term policy can be pur- 
chased which will insure the borrower 
fo the extent of his indebtedness at the 
beginning of each year. This is not 
recommended in every case, however, 
because usually there is ample need for 
the excess insurance beyond this par- 
“cular requirement. 

A policy loan secured by the life in- 
surance policy itself represents an 
actal reduction in tke insurance effect- 
ve under the policy borrowed against. 
Outstanding contributions to henevo- 
lent, educational, or religious funds, 
Current bills overdue, inheritance taxes 
Payable at death, all represent liens 
against the estate which can be. bal- 
anced by insurance. 


It is the privilege of the insurance 
agent, therefore, to present to all of his 
policyholders the opportunity of creat- 
ing an asset account at least equal to 
the series of liability accounts which 
without insurance would make heavy 
inroads upon his estate. 

All of this exclusive of the insurance 
purchased for the direct benefit and 
protection of the beneficiary. 


INCOME MOST POPULAR 
Selling Better Than Straight Life in 
Richmond Agency of Connec- 
ticut General 


Drewry and Daingerfield, general 
agents for Virginia for the Connecticut 
xeneral Life, with Richmond headquar- 
ters, report that income policies matur- 
ing at age 65 are easily the most pop- 
ular form of insurance they are selling 


this year. Straight life is second in 
popularity. The agency has already 
written more than two-thirds of its 


quota, the amount turned in to date be- 
ing $1,250,000 approximately. 

This is considerably in excess of the 
amount written in the same period of 
last year. The following members of 
the agency have qualified for attendance 
upon the company’s educational con- 
ference to be held at Quebec in Sep- 
tember: W. S. Drewry, George W. 
Daingerfield, L. H. Echols and R. BE. 


Williams. The agency also forged 
ahead of last year’s figures in the vol- 
ume of health and accident business 


written in the first five months of this 
year, the amount of premiums collected 
up to May 31, 19238, being $4,843, com- 
pared with $3,000 booked in the corre- 
sponding period of 1922. 


Robert B. Augustine, district man- 
ager at Richmond, Va., for the Mutual 
Life, of New York, entertained mem- 
bers of the Richmond division of the 
Virginia Field Club of the company on 
an outing on the York River last week. 
The party motored from Richmond to 
West Point Thursday evening, spending 
that night and the following day on 
the river in a steam launch. Mr. Au- 
gustine’s guests were Austin Brocken- 
brough, H. B. Shepherd, G. H. Bruce, 
all of Richmond; C. H. Cuthbert, Peters- 
burg; J. P. Dempsey, Fredericksburg. 
Fishing furnished the principal sport. 

















Surplus 








New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


December 31st, 1922 


SN th 6c oases ona coe .$127,966,787.69 
Liabilities ................ 121,028,068.67 


ooo eee eee eee en eees 





The Dividend of $4,400,000, set aside to be paid in 1923, is 
carried as a liability and is not included 
in the Company’s Surplus. | 


6,938,719.02 














MEET AT WHITE SULPHUR 


The George Washington Life enter- 
tained its League of Agents at White 
Sulphur Springs, W. Va., with a two 


day convention under the direction of 
irnest C. Milair, vice-prasident and 
secretary of the company. A number 
of Home offic'als attended including 
President Harrison B. Smith, Medical 
Director H. H. Young, Actuary J. P. 
Bowerman, Assistant Treasurer Harri 
son B. Smith, Jr., Agency Secretary L. 
R. Ringer and Mr. and Mrs. Milair. 
Henry Moir, of the United States Life, 
and Dr. Charles Harris, of Prineston, 
N. J., a fellow of the College of All 
Souls, Oxford, England, were among 
the speakers. 





HE GRABBED RALPH’S STUFF 

Ralph P. Harrison, general agent at 
Richmond, Va., for the Union Central 
Life, bloomed out recently in “The Ki- 
wanian Builder’ with an advertisement 
carrying the slogan, “When You Think 
of Life Insurance, Think of Ralph.” In 
the following issue of the paper, John 
C. Goode, general agent at Richmond 
for the State Mutual, of Worcester, 
went him one better with this slogan 
in an advertisement boosting the State 


Mutual: “When You Buy Life Insur- 
ance, Buy From Johnnie.” Mr. Harri- 
son is one of the charter members of 
the Kiwanis Club of Richmond and is 
a former president of the club. Mr. 


Goode is also prominently identified 


with the organization. 











$30,046,105. 








Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was 
the first American legal reserve life insurance company to 
pay cash dividends. For more than seventy-five years it has 
consistently made dividend returns to policyholders, and, 
except for an occasional slight decrease in schedule, has 
maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders 


Its dividend scale for 1923 was increased from 7 to 10% 
(according to plan and age), and it has set aside for 1923 
dividends to policyholders $32,832,839, equalling about 34% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York City 

















INHERITANCE TAXES 

(Continued from page 10) 
confiscation in cases of 
estates, 


very large 


Distribution of Tax 

It may be urged that a $300,000 estate 
is larger than the average one, and 
therefore that a more moderate illustra- 
tion would better represent the case 
business man. Let us 
then assume an estate of $115,000 on 
the same relative basis: 


of an average 





Poderal Bette. dccccisedcsccodece $115,000 $800. 
CMMI" scan ondecacicducuteveanwaneds 115,000 2,050. 
New York (Gen. Ebec.)......... 10,000 50. 
New Jersey (U. S. Steel)....... 10,000 50. 
Massachusetts (Am. Woolen).. 15,000 50. 
Connecticut (Am. Agri. Chem). 15,000 50. 
Kentucky (So. Pacifie) ........ 15,000 50. 
Illinois (Swift & Co.).......... 25,000 100. 
WP FOR s ci dcccennadahanenees $3,290. 

Probably few estates of even this 


amount would have on hand in available 
The 
annual income on such an estate at five 
per cent would be but 

From a recent survey of estates pro- 
bated in two counties of Ohio for a 
period covering two and one-half years, 
it appears that in over 175 estates 
amounting to about 72 millions, the de- 
preciation of the estates on account of 
costs of administration was over two 
and one-half millions, and the combined 
Ohio and Federal taxes were four and 
one-half millions, showing a total de- 
preciation of the estates of nearly 
thirteen millions, or 18 per cent of the 
gross estates. In this survey the 
largest estate amounted to nearly five 
million, and the smallest to about 
ninety-one thousand dollars. One of 
the most significant facts brought out 
by this survey is that in many cases 
the costs of administration of the estate 
equal or exceed the amount of the Ohio 
Inheritance and the Federal Estate 
taxes. 


cash as large an amount as $3,200. 


br mr 


$5,750. 


Amount to Recommend 


The agent may then fairly recommend 
twice the amount of the estimated taxes 
to cover both the inheritance taxes and 
expenses of administration of the es- 
tate on the basis of its designated value 
at the time. 

The average business man in making 
investments does not in general pause 
to consider the rates of taxation im- 
posed by any State on the securities of 
«a company incorporated therein. More 
over, upon close analysis of the matter 
it will be seen that this has a most im- 
portant bearing on the amount of tax 
to which an estate may be subjected. 

Therefore, in taking out life insur 
ance to cover inheritance taxes, it may 
be suggested that the prospect should 
provide not only for the amount of 
taxes which may be imposed at the 
time, but he should anticipate the prob- 
able growth of a live and well managed 
estate, and purchase sufficient life in 
surance to cover a much larger tax. 
Only in this way is it possible to fore- 
stall the possible contingency of the 
imposition of a large inheritance tax al 
his death with no funds to provide for 
the same if he has neglected to protect 
his estate while insurable. 
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LEGAL RESPONSIBILITIES AND 
THE AGENT 

In the enthusiasm of writing 
ness the average life insurance agent 
gives little thought to some important 
responsibilities that devolve upon him 
as agent and that may have serious con- 
sequences to his client or to his com- 
pany. Many of these “slips” on the 
part of the agent are of a legal nature, 
and involve compliance with the terms 
of the policy. There is one type of 
case of this kind that has occurred so 
often that it should be impressed on 
the mind of every agent. This involves 
the policy condition that the first pre- 
mium must be paid while the insured is 
in good health. The following summary 
of a typical case of this kind is taken 
from “Legal Notes” by Wendell M. 
Strong, of the Mutual Life. 

The policy in question was delivered 
to the insured on February 12 but the 
premium was not paid at that time, 
check for payment of premium being ac- 
tually delivered to the agent of the 
company on February 19. The insured 
was admittedly taken ill, with an ill- 
ness which proved fatal, on February 
17 or 18 and died on February 20. The 
application contained the provision that 
the policy should not take effect unless 
the first premium was paid while the 
applicant was in good health. The 
company denied liability on the ground 
that this condition was not fulfilled. 

In the suit the plaintiff offered to in- 
troduce evidence that the insured, at 
the time of delivery of the policy, stated 
that it would not be convenient for him 
to pay the premium until February 16 
and that the agent then stated that he 
would pay the premium and keep the 
policy in force and that the policy would 
be in force from the time of its deliv- 
ery. This evidence was excluded. 
The plaintiff also offered to introduce 
evidence that the agent called the 
brother of the insured on the telephone 
on February 16 and asked if a check had 
been left for the premium and was told 
that it had, and that the agent then 
asked him to hold the check until he 
called for it, which was agreed upon. 
This evidence was also excluded. 

It was agreed that the insured con- 
tinued in good health through February 
16 and that the check was not man- 
ually in the hands of the company be- 
fore February 19, at which time the in- 
sured was not in good health. 

The Supreme Court held that the in- 
surance company was not liable. 


The part the agent may play in fixing 
responsibility is also well illustrated in 


busi- 


this case in which the company was 
held liable without manual delivery of 
the policy. 

Among the questions involved was 
whether the condition of delivery of the 
policy during the good health of the 
insured was fulfilled. The soliciting 
agent to whom the policy had been 
sent for delivery saw the insured on 
the street, told him the policy was 
ready for delivery and the insured re- 
quested that he, the agent, hold the 
policy and he would get it later. At 
this time the premium had been paid. 
The insured died without manual de- 
livery of the policy having been made. 

The court held that the insured be- 
ing in as good a state of health, when 
this conversation took place, as at the 
time of the medical examination, the 
transaction amounted to delivery dur- 
ing good health. 

Take another type of case. Here the 
date of issue became important as af- 
fecting the incontestability clause. 

The chief question involved was 
whether the date of the policy and the 
“date of issue” mentioned in the policy 
were the same. The reason this was 
a deciding factor was that the decision 
as to whether the company had begun 
its contest of the policy within two 
years from “date of issue”, (the court 
holding this necessary in accordance 
with the Monahan case) depended upon 
it, the policy having the provision that 
it was incontestable after “two years 
from its date of issue.” At the time 
the application was taken the insured 
requested that the policy be dated back 
a few weeks in order to give him a 
younger insurance age with the conse- 
quent lower premium, and in accord- 
ance with this request the date given 
the policy had been this earlier date. 
If this date were taken as the “date of 
issue” the two years would have elapsed 
before the company began its contest. 
If, however, the “date of issue” were 
taken as either the date the policy was 
written, the date of the medical exam- 
ination or the date of the application, 
the two years would not have elapsed. 

The court held that the “date of is- 
sue” meant the fictitious date as of 
which the policy was dated. The case 
has been appealed to the Supreme 
Court of the United States. 





HONOR FRANK H. DAVIS 

The Oakland, Cal. agency of the 
Faquitable Society wrote business during 
May in honor of Second Vice-President 
Frank H. Davis. The total volume for- 
warded was $3,794,693. The total num- 
ber of cases forwarded was 905, with 
128 agents producing business. The 
Oakland Agency territory covers nine 
principal cities across the bay from 
San Francisco. 





CO-OPERATIVES MEET 


The twenty-fifth anniversary of the 
Co-operative Fire Underwriters Asso 
ciation of New York State was ob- 
served June 20 with a dinner and «n- 
tertainment at Albany. Frank P. Tuck- 
er, secretary-manager, acted as toast- 
master. Charles H. Willoughby, ex- 
ecutive secretary of the Insurance 
Federation of New York, was a 
speaker, as was also George H. Jami- 
son, chief of the cooperative and 
licensing bureau of the state insurance 
dapartment. 





WAIL OF THE UNDERWRITER 

Water, water, everywher? 

And only a two-inch, pipe. 
—American Service. 





Leslie C. York will assume his new 
duties with the August Hollander 
Agency of the Equitable Life Assur- 
ance Soc’sty in September. In the 
meantime, he will go to a camp in the 
Adirondack country, near the St. Law- 
rence River. He said this week: “TI 
am looking forward with genuine plea- 
sure to my association with Mr. Hol- 
lander which promises to be most 
pleasant.” 
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The Shennan Side of Insurance 
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STEVENS 


Allan C. Stevens, president of Knox, 
Lent & Stevens, prominent Westchester 
County local agents with headquarters 
at White Plains, N. Y., is snapped above 
at the annual tournament of the New 
York Fire & Marine Insurance Golf As- 
sociation, Shackamaxon Country Club, 
Westfield, N. J., last week, in the act 
of requesting other players to “excuse 
my smoke screen” preparatory to laying 
down a golf barrage. Don’t know why 
A. C. tried to cover up his brand of 
golf with a smoke screen,—it would 
not cover up. His golf is just full of 
exercise, fun, and the most enjoyable 
companionship. A stroke or two more 
or less on a hole whether above or be- 
low par causes not a ripple on his ocean 
of happ‘ness. If the writer WERE A 
GOLFER, I would want nothing better 
than to be hooked up in any old kind 
of a “some” with Stevens. Up in 
White Plains where Stevens is in busi- 
ness with George L. Knox and Murray 
M. Lent and several assistants, the 
agency bearing their name does _ busi- 
ness with forty odd companies. Just 
look this list over and take a guess 
at the amount of tact which must nec- 
essarily be displayed in keeping the 
specials of these several companies sat- 
isfied. 

American Central, American Eagle, 
British America, Continental, Common- 
wealth, Commercial Union, Fidelity- 
Phenix, Fireman’s Fund, Globe & Rut- 
gers, Hartford Accident & Indemnity 
(general agents), Hartford Fire, Hart- 
ford Livestock, Hartford Steam Boiler, 
Hanover Fire, Liverpool & London & 
Globe, Lloyds Plate Glass, London As- 
surance, London & Lancashire, Mech- 
anics & Traders, Mercantile, National 
Surety, National, National Union, New 
Hampshire, New Jersey, Niagara, Niag- 
ara Detroit Underwriters, Northern As- 
surance, North British & Mercantile, 
New York Underwriters, Norwich Un- 
ion, Orient, Palatine, Pennsylvania, 
Phoenix Assurance, Phoenix of Hart- 
ford, Providence Washington, Security, 
Scottish Union & National, Springfield 
F. & M., Standard of N. J., United 
States, Union Insurance Society of Can- 
ton and the New York Plate Glass. 

No wonder Stevens develops few 
wrinkles on account of the extra stroke 
or two found necessary to negotiate 
some holes on the golf links. 

The personnel of the Knox, Lent & 
Stevens office consists of five girls and 
seven men, including Knox, Lent and 


Stevens. Some idea as to the promin- 
ence of this office may be had in the 
fact that the net premiums from June 
1, 1922, to May 31, 1923, were more than 
$256,000. For the first five months of 
1923 the new direct premium income of 
the office amounted to more than $45,- 
000 and it is expected that the agency 
wil write well over $300,000 of pre 
miums for the calendar year 1923. 
Recently the offices of Knox, Lent & 


Stevens were moved from 171 Main 
Street to 15 Court Street on the 
ground floor of the Miles Building, 


White Plains, where adequate spate 
for taking care of its present business 
and providing for future growth is had. 

This agency, the oldest in the city, 
was started by the late William B. Tib- 
bits, in 1876, and in 1917 became the 
Clark Lee, Tibbits Company. This con- 
cern was purchased by and consolidated 
with the insurance business of Prince 
and Ripley, Inc. After the death of Er- 
nest H. Ripley in December, 1920, Mur- 
ray M. Lent, who had been associated 
with Prince and Ripley in the real es- 
tate business, took over the manage- 
ment of the office, and in February, 
1921, Allan Stevens was made an offi- 
cer of the company. Previous to that 
time he had been in the fire insurance 
business for ten years, lately as special 
agent of Phoenix Assurance in New 
England. 

The present owners, Messrs. Knox, 
Lent and Stevens, purchased the agency 
in May, 1921, and kept the old name 
of Tibbets, Prince & Ripley, until May, 
1922, when it was changed to Knox, 
Lent & Stevens, Inc. The third mem- 
ber of the firm, George L. Knox, was 
for many years connected with the 
County Registrar’s office. He is a 
brother-in-law to Pomroy Lee, special 
agent of the Hartford. The business of 
the concern continued to grow until it 
was found necessary to get larger quar- 
ters. 

The new office is divided into the 
following distinct departments: Sales, 
casualty, accountant and fire, and are 
arranged to derive the greatest office 
efficiency and for the convenience of 
their clients. New methods and equip- 
ment have been installed to give their 
policyholders the best possible insur- 
ance service. 

* * * 


Sam W. McCulloch, Pennsylvania's 
new insurance commissioner, will con- 
tinue doing what he has done many 
times in the years he has been with 
the department; he will conduct the de 
partment and do the work of a deputy 
as well. Since his appointment as 
chief of the department, he has an- 
nounced he w:ll not name a deputy to 
succeed himself. Although the depart 
ment has long been recognized as one 
of the most important ‘n the Capitol at 
Harrisburg, it has been considered as 
a place where many governors could 
pay their political debts. With one or 
two exceptions, for many years the 
rule had been to name some politician 
who paid little attention to the busi 
ness, as commissioner—and McCulloch 
ran the office. As deputy commissioner, 
McCulloch has practically conducted 
the affairs of the department for years. 
During the Stuart administration, 
1907-11, he was commissioned as com- 
missioner, and during the Brumbaugh 
administration, he was acting commis- 
sioner for almost two years, from the 
time Charies Johnson, then treasurer of 
the Republican State Committee, re 
signed, until J. Denny O’Neil was ap- 
pointed. After the resignation of 
Commissioner Tom Donaldson in Janu 
ary, he was acting commiss‘oner until 
his appointment as Gomm'ssioner. 

s s s 

R. H. Towner, of the Towner Rating 
Bureau, wifl shortly leave town 
for a combined business and pleasure 
trip to Europe. While his plans are 
not definite he expects to be gone for 
at least two months. 
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Rating Organization 
Powers Not Defined 


AS TO COMMISSION RATES 





Another Test Case Needed; Little Fear 
That Lehman’s Opinion Will 
Unsettle New York 


Justice Lehman, of the New York 
Supreme Court, left the rating organi- 
gation quest on in this state more in 
the air than ever after he had given 
h.s opinion last week in which he 
stated that he would grant a mai 
damus to the nonaffiliating companies 
that wil.) allow them to secure the rate 
service of the rating organizatio-:. 
Until the actual mandamus has been 
drawn up by counsel for the petit oning 
companies and signed by Justice Leh- 
man nobody is in an authentic position 
to state just how broad the court or- 
der will be. Pending, however, the ap 
pearance of the actual mandamus there 
is much speculation in the fire insur 
ance district on the future effects of 
the decision. 

In the opinion of several well-in- 
formed tire insurance executives Jus 
tice Lehman settled nothing in his de 
cision except that the non-affil‘ating 
companies were entitled to the service 
of the rating organization without in 
advance pledging themselives to abide 
by certain rules of the New York Fire 
Insurance Rating Organization. Jus 
tice Lehman held that it would be dis 
crimination, and so a violation of the 
state laws, to fix rules before the 
petitioning companies actually became 
members of the organization. Although 
he dwelt. at length in his opinion on 
the matter of commissions and broker- 
ages and the rtght of the rating organi- 
zation to govern these factors he did 
not consider these points at all in 
reaching his decision. Hence, they are 
stil) open questions. 

Expect Another Court Test 


It will remain for another court test 
to decile, several leading fire insur 
ance men told The Wastern Under 


Writer, just what powers the rating or 
gan zation has to formulate and en- 
force rules limiting commissions and 
brokerage and the number of agencies 
in any particular district. Justice 
Lehman gives it as his opinion that 
“it may be doubtful whether the re 
spondent in the future will adopt any 
rules which the applicant wil not be 
required to comply with under the 
statute. 

Thus it appears that although the 
Importers & Exporters and the other 
petitioning compan‘es will secure the 
rating serviee, once they sign the 
agreement fixing the form of rating or- 
ganization and the relationship of the 
applicant as a member or subscriber 
to such organization they will be asked 
to adhere to all rules that are hence- 
forth passed by the required major ty 





of members. In the event. that 
they shall then refuse to comply 
with any alseged object2sonable man- 


dates a court case will arise, the direc. 
issue being to test the powers of the 


rating organization to legislate on 
commissions and agencies. It seams. 
at first glance, that this fight will be 


prolonged at least until the next ses 
sion of the legislature when the Insur- 
ance Department may introduce some 
new measure in the hope of clarifying 


any disputes as to the extent of the 
rating daw. 
Apparent.y, by Justice Lehman’s 


opinion, the rating organization of New 
York state is deprived of its power to 
fix further commissions and prescribe 
the max/‘mum number of agencies for 
each Company inany particular district. 
Before Section 141-A was passcd the 
voluntary fire rating associations had 
effective means for controlling acquisi- 
tion costs and compet.tion. Now for 
the moment, the rating organization 
has jur:sdiction only over the making 
and furnishing of rates, even though 
the Insurance Department undoubtedly 
would like to have that organization 
control the delicate question of coim- 
missions and multiple agence es. These 
two factors are important economic 
items in fixing the cost of insurance for 
the public, and shouid be under some 
sort of legal surveillanee. 
Will New York Be Upset? 

There is the possibility now, of 
course, of the quiet and orderly s'tua 
tion in New York City being turned 
upside down. Some persons express 
the fear that some companies may 
start right in to establish multiple 
agencies in Manhattan, where’ the 
single agency rule is in force, or may 
grant excess comm ’ssions to agents 
and brokers for exceptional'y good 
c‘asses of business. This fear is more 
theoretical than actual. For the sake 
of the community harmony and indivi- 
dual self-preservation in the New York 
City area it is most unlikely that any 
fire insurance companies w li initiate a 
rate-war or break down the agency 
rules. 

Such a campaign would be disastrous 
for the company attempting it and for 
its followers. Certainly, no small com 
panies wou.d give more than a thought 
to such a move and tha big’ companies 
ara pretty well satisfied with main- 
taining the status quo. Even the Im 
porters & Exporters and its allied 
companies shied away in their affida- 
vits to Justice Lehman from the x- 
pressed desire to change the existing 
agency and commission rules. Natural- 
ly, the local field will be most care- 
fully watched for any variat‘ons from 
the prevailing regulations, but chances 
are highly against the New York mar- 
ket being thrown into a chaotic con- 
dition by any flighty moves here. 

As the question of acquisition costs 
in fire insurance is coming more and 
more to the foreground as the result 
of the attempt last year to eliminate 
inequalities in the casualty field, it is 
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almost axiomatic that some variety of 
control over commissions and agencies 
in this state will be developed within 
the next twelve months. In the event 
that the courts should later decide that 
neither Section 141-A nor any other 
section of the New York law gives the 
rating organization power to continue 
in force rules affecting the two ques 
tions at stake the general impression 
is that the insurance department will 


ask for the right to supervise com- 
missions and agencies as part of its 
duty to protect the insuring public 


from unreasonably high fire insurance 
rates. But, it is not altogether certain 
that the rating organizat‘on will lose 
the test case to ascertain whether it 
has authority to make rules to which 
every company will have to give alle- 
giance or resign. 





FIRE HOSE FOR USE IN MINES 

A series of tests on the proper size 
of hose streams to be used in mine fires 
has been made at the laboratories of the 
Board of Fire ‘Underwriters in Chicago 
in cooperation with the Urbana, IIL, ex- 
periment station of the Bureau of 
Mines, Department of the Interior. In- 
teresting data have been obtained rela- 
tive to the size of streams at different 
pressure, the feasibility of one man 
handling hose streams at high pres- 
sures and the amount of water thrown 
by different nozzles at 


different pres- 
sures. In addition, the engineers of 
the Board of Fire Underwriters are 


carrying on some technical work rela- 
tive to the calibration of hose nozzles, 
friction co-efficients, ete. 


THEODORE L. HAFF PROMOTED 


Theodore L. Haff, until June 1 man- 
ager in New York City of Fester, Foth- 
ergill & Hartung, has become a mem- 
ber of the firm. Mr. Haff has been with 
the firm for many years and the promo- 
tion comes in recognition of his faithful 
and able co-operation. 





OVER 600 AT MAPLEWOOD 





New England Agents Turn Out En 
Masse To Convention; Auto 
Topics Feature 


Maplewood, N. H., June 27.—There 
are more than 600 agents and others 
attending the convention of the New 


Kngland State Associations of Insur- 
ance Agents. 
One of the most interesting state 


ments mads in the lobby here is that 
the General Acceptance Corporation is 
handling the insurance for the General 
Motors on instalment cars and already 
about $800,000 of insurance premiums 
have been written. The matter is be- 
fore a company committee in New 
York, Eugene F. Hord, of the Mary- 
land Casualty, being chairman. 

At the session today the principal 
discussion was about ‘automobile insur- 
ance and Colonel Burpes, president of 
the National Automobile Underwriters’ 
Conference, answered many questions. 

Major Giddings, superintendent of 
agencies of the Travelers, described as 
parasites those automobile dealers 
and their employes who insure cars of 
people to whom they sell cars. 





APPOINTS HOBBS SUCCESSOR 


State Senator Wesley E. Monk, of 
Watertown is Practicing Lawyer: 
Takes Office July 1 


Former Senator Wesley E. Monk, of 
Watertown, Mass. has been appointed 


commissioner of insurance succeeding 
Clarence W. Hobbs, who. resigned 


effective June 30. 

Mr. Monk is a practicing lawyer and 
was for seven years a member of the 
Massachusetts House of Representa- 
tives. He was in the senate in 1921 
and 1923. He is a graduate of Brown 
University and Harvard Law School. 
He will assume his duties July 1. 
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‘NEW YORK OFFICE 
ONE LIBERTY STREET 
Telephones: John 0063-64-65 











Incorporated 
NEW YORK CITY AGENTS 


National Liberty Insurance Co. of America 
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The Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corp., Ltd. 


United Merchants Insurance Co. 
SUBURBAN AGENTS 


National Liberty Ins. Co. of America 
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Firemen’s Ins. Co. of Newark 
United Merchants Ins, Co. 
Indemnity Ins. Co. of N. A. 


BROOKLYN OFFICE 
198 MONTAGUE STREET 
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New Italian Law 
On All Insurances 





with the State Insurance office; every 
iW years the share to be reinsured is re- 
duced by 10% so that after 30 years, 
only 10% is bound to be reinsured with 























































INSURANCE CO. 


of Newark, N. J. 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$2,250,000.00 

Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 9,004,301.01 


Net Surplus 4,436,386.20 
Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 








INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 

Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 2,665,678.50 
Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 . 











INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$ 600,000.00 
Reserve Rein- 
surance Fund 
and Reserve 


for all other 
liabilities ... 


Net Surplus 


1,916,251.22 
945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














Reserve Rein- 


Net Surplus 1,452,589.00 
Total 
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FIRE INSURANCE CO. 
of Pittsburgh, Pa, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital .. .$1,000,000.06 


surance I"und 
and all other 


liabilities ....  1,829,033.00 





As- 

sets ....$3,781,622.00 
Surplus to Policyholders 
$2,452,589.00 
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Insurance Club Of 
Syracuse Has Outing 


NORTHRUP 





MILTON JMPIRE 
To Date Fourteen Members of Club 
Have Lectured Before Syracuse 


University Upon Insurance 

The annual summer meeting and field 
day of the Insurance Agents’ Club of 
Syracuse was held at Barnum’s Hotel, 
Three Rivers, New York, on June 18th, 
opening with a game in the 
afternoon, this being followed by a 
chicken dinner and business meeting 
in the evening. Thirty members were 
in attendance, 

Two picked ball teams, headed by 
Captain “Bill” Richards and Captain 
Ralph Ellis, furnished more excitement 
than a million dollar blaze. When the 
game was called for dinner the score 
stood 13 to 12 in favor of the Richards 
team. The remarkable agility of “Bill” 
Allis in his base running; the lightning 
delivery of Pitcher Richards, brilliant 
sliding of Mawhinney, and the perspir- 
ing efforts of Bowen was the subject 
of much admiring comment on the part 
of the spectators. Milton Northrup of- 
ficiated as umpire, there being a division 
of opinion as to whether his decisions 
were absolutely fair in all cases, foul 
balls being the subject of much debate. 
Along late in the evening Milt. was re 
vived and it was expected that he would 
recover completely in a few days. 

James B. Spencer, commissioner of 
Public Safety for the City of Syracuse, 
gave an interesting talk on how the 
insurance agents could help the admin 
istration in the prevention of accidents, 
this being an especially timely topic in 
view of the traffic situation in Syracuse. 

The business meeting disclosed good 
work on the part of the various 
committees. The advertising commit 
tee reported that its campaign of co 
operative advertising had brought forth 
letters from all over the country ask- 
ing for information and advice, even to 
the extent of an offer to buy the service. 
The report of the service committee 
shows that some twelve or fourteen lec- 
tures had been delivered by club mem- 
bers at the Syracuse University as part 
of the college business 
course, 


baseball 


club 


administration 





ILLINOIS SEEKS MILLIONS 


Writ Of Mandamus Issued In Cook 
County Directing Collection 
Of Back Taxes 





A writ of mandamus) was 
June 20 by the Supreme 
Illinois directing the Cook County 
board of review to collect back taxes 
from foreign fire insurance companics 
for the years from 1869 to 1920, which 
it is variously caiculated will 


granted 
Court of 


produce 


from $25,000,000 to $125,000,000. One 
hundred and eighty companies, organ 
ized ‘n other states and doing business 


in IHinois, will be affected. 


LEAVES JONES & WHITLOCK 


New Department Being Organized by 
Continental And Fidelity-Phenix 
to Handle Inland Mar:ne 
The firm of Jones & Whitlock, New 
York City, which for sometime past 
has been United States managers of 
the inland marine department of the 
Continental and Fidelity-Phenix, this 
Week announced that on and after July 
1 they will no longer supervise this 
business for the companies. It 4 not 
yet definitety known just how this line 
Willi be handled in the future as inquiry 
at the home offices of the companies 
N“volved evoked only the reply that 
these details will be announced during 
the following week 


not before. It is 
Benerally thought, however, that a 
Special department now ‘s_ being or- 


8anized at headquarters for the super 
intendence of this business throughout 
the country, 








ORGANIZED 
1853 


CASH CAPITAL 
$18,000,000 











SELL THE SPECIALTIES 


There are opportunities for local agents 
in developing the “Specialties” allied with 
fire and marine insurance which should not 
be overlooked. 


Rain, Registered Mail, Parcel 
Tourists 


Post and 


Baveage four of these so 


are 


called “sidelines” which are providing a 
sizable premium income for many agents to- 
day. ‘Vhe last named is particularly worthy 
of encouragement right now in the heart of 


the vacation season. 


A policy in The Home of New York pro- 
vides the policyholder with the protection of 
America’s Largest and Strongest lire Insur- 
ance Company. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 



























































| 
Fire and Lightning, Automubile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 
STRENGTH REPUTATION SERVICE 

| 





$100,000 Damage From 
Flywheel Explosion 


AGENTS PROFIT BY 
Results in Considerable Business Being 
Written in Kennett Square Section 
of Pennsylvania 


ACCIDENT 








Insurance agents in the vicinity of 
Kennett Square, Pa., are making pros- 
pects and customers out of a flywheel 
accident here in the West 
plant. 

The wheel was 7 ft. in diameter, 
13% ft. base, the wheel being 8 inches 
thick; it was a five-ton wheel, used in 
ice making, and the cause, as near as 
they can determine was that the gag 
pot on the governor became disarranged 
so that the momentum of the wheel 
began to gain speed and finally burst, 
doing damage in the extent of 
$100,000. 


Chester ice 


some 


The West Chester Cold Storage and 
lce Company is located at East Union 
and Frankling streets, in West Chester, 


Penna. No one was injured, but the 
plant was completely wrecked, and 
large holes were made in the roof 
where the pieces went thru, and one 
piece went up straight and when it 
landed fell on top of the boilers and 


crushed in the top. 

The big engine involved in the acci- 
dent was about 200 horsepower, and 
operated a heavy ice making machine 
to which it was coupled direct. 

It had been overhauled and placed 
in the best of condition but a week 
ago and a new piston was installed. It 
Was supposed to be in the best condi 
tion in every portion and ready for any 
service required, but there was prob- 
ably a weak point which had been over 
looked and when strain fell upon it, it 
broke, the engine raced wildly at high 
speed, and the big wheel went to pieces. 

According to a clock on the wall of 
the engine room, stopped at 8.16, the 
accident occurred at that time. Two 
minutes previous, Bert Flagg, the engi- 
neer in charge, and his assistant, Wil- 
liam Ogborn left the room to attend to a 
motor in another department close by, 
but out of line with the wheel, and thus 
escaped injury. When the engine com- 
menced to race its noise attracted the 
attention of Granville Wilson, the fire- 
man, who was at the furnaces a few 
yards distant. 

He looked into the engine room and 
saw the immense wheel wobbling and 
whirling at a terrific rate. He yelled 
for the other men and they fled to the 
open air. As he ran he saw one frag- 
ment of the wheel, weighing at least 
five hundred pounds, a complete section 
of the wheel, tear a huge hole in the 
roof, fly to the height of the stack, one 
hundred feet in height, pass almost 
over it and plunge back into the furnace 
room through the roof, 


Tore Gap in Roof 


At the same time a similar section 
tore a big gap in the roof and was 


hurled a distance of three hundred feet 
in another direction. One section, about 
one quarter of the rim of the wheel, 
was forced downward ifto the pit and 
remained there, while other small por- 
tions of metal from the gallery of the 
machine, beams, pipes and other parts 
were thrown in every direction. 

A large exhaust pipe over the roof 
was struck by one of the largest frag- 
ments, and badly dented. 

The machine to which the engine was 
coupled was not moved from its foun- 
dations, and even the shaft of the en- 
gine remained, but it is believed it was 
badly bent in some portions. When in 
service the engine worked at about 
seventy revolutions per minute, an un 
usually low speed. The damage to the 
plant will amount to thousands of dol- 
lars. This very unusual occurrence 
brought many insurance men to view 
the ruins and to study the 
this peculiar accident, no sure or cer- 
tain reason being located or known as 
to the exact cause of the wheel being 
released to later fly apart as shown, 


effects of 
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Left to Right—George A. Clark, A. Whelpley, Arthur Willis, Jesse Spicer, E. Leon Lewis, H. C. Burrowes, H. E. Norton, “Bill” Glenney, Harry W. B@lagher 


Arthur Willis Victor 
At Shackamaxon Meet 


COMPLETES EIGHTEEN HOLES IN EIGHTY 


ae 


Former Champion E. W. Congdon, Jr., Winner 
With Father in 4 Ball Play; Over 100 Present 


Arthur Willis, of the Importers & Exporters, is the new 
champion of the N. Y. Fire & Marine Insurance Golf Ass’n. 
In the tenth annual tournament held last week at the Shack- 
umaxon Country Club, Westfield, N. J., Mr. Willis turned in 
the best gross score in the Class A Medal Play. With a morn- 
ine card of 83 for the eighteen holes and an afternoon score 
of 80 he wrested the championship away from the former 
title-holder, E. W. Congdon, Jr., who has won two legs on 
the championship cup. However, Mr. Congdon, Jr., achieved 
honors, when with his father as partner, he was a winner in 
the Four Ball Medal Play Handicap, with a net score of 69. 
The runners up in that event were “Eddie” Gallagher and 
“Bill” Glenney, with a score of 71. 

Last Thursday was an ideal day for golf. The weatherman 
was good and sent GOOD HOT weather to accompany the 
contestants around the course. There were approximately 
100 in attendance, including twenty-five guests, and after 
the battles on the links these were entertained with music 
by Europe’s orchestra; good music, too, ful! of pep. 

Aside from the winners in the contests already recorded 
the following emerged victorious in their respective groups: 

Class A ; 

R. P. Barbour, North British & Mercantile, who tied in the Left to Right—E. W. Congdon, Sr., E..W. Congdon, Jr., A. 
morning round of the 18 medal play handicap Class A with 
Andrew MacKechnie with 85-15-70, won the play 
off in the afternoon, giving the latter second 
prize. 

Class B 

Kk. J. Malloy tied with L. C. Dameron in the 
morning round of Class B play, 94-25-69. In the 
play off E. J. Malloy won out, giving L. C. Dame- 
ron second prize. 

Guest Play 

The guest prize was won by David Hastings, 
guest of Mugene La Tourette, who for the first 
time in his golfing career made a score of 91, 
this being 10 strokes better than he had ever 
made before; also this was the first prize he had 
ever won. He went home a very happy man. 

Duffer’s Prize 

R. S. Kissam won the duffer’s prize, his score 
being the highest of the day, 142 strokes for 18 
holes. 

There will be a fall tournament announcement, 
which will be made later. 

Harry W. Barley tried to resign as president, 
but the members of the Association would have AS 
none of it. There was unanimous protest against Left to Right—R. C. Rice, R. G. Clark, R. H. Goffe. Jr., H. Wannemacher, W. B. Smith, C. A. New Wan 
the contemplated action. Harry is still president. Wilfred Gag War 
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Pe tat al 


‘Ty W. Bf ilagher, H. C. Nicholas, David Hastings, L. C Dameron, Fred Smith, T. F. Handy, Fred Brand, R. S. K:ssam, T. C. Moffatt, R. B. Parsons, J. F. Honness 


= ing EK. Leon Lewis, Jr. 
> ' , “ Guest Prize Handsomest 

Ss a é The handsomest prize given by the Association was the 
roe , 


g 


we 


‘ { | ‘ aa - A new vice-president of the Association was elected, be- 
Guest Prize. This represents the spirit of the Association 
as it tends to have members bring out their friends to the 

a tournaments. 


Contrary to last year there was a surplus of caddies at 


= 
. + ) . \ the tournament due to the untiring cfforts of Committeeman 


oe : ‘ ; John F. Honness, who arranged for the transportation of 
* ; : : thirty-five caddies from Forrest Hills Country Club by auto 
bus, the expenses for which were paid by the Association. 
To John F. the Association cxpresses its thanks for this 
service. 

The officers, committees and members of the New York 
ire & Marine Insurance Golf Association return thanks to 
the staff of the Shackamaxon Country Club for the uniform 
courtesy extended to the Association during its tournament. 

May Have Father and Son Tournament 

There is some talk of holding a father and son tournament 
in the Association. There are the Tyners, Congdons, Garret 
sons, Stewarts, Clarks and Wannemachers, and “Bill” Had- 
ley says he has hopes of a son, a better golfer than “Bill” 
too, one of these days. Then there is “Eddie” Gallagher, who 
is boasting of the debut of “Eddie”, Jr., paired up in a four 
ball with his partner’s son, Mr. Shean, Jr. 

During the banquet at the Club House there were a num- 
ber of informal talks. Harry W. Barley, the genial and pop- 
ular president of the Association, presided at the banquet 
and presented the several prizes. 

Wallace Reid, donor of the championship cup, was expect- 
ed at Shackamaxon this year, but he did not put in an ap- 
pearance. The officers of the Association are hopeful that 
Mr. Reid will grace the occasion of the next tournament 
with his presence. 

To the contributing members of the Associa- 
tion who for one reason or another have not been 
able to get out to any of the tournaments, the 
committee desires to express appreciation with 
the hope that they will be able to be on hand at 
the next meet. 


Norton and Kemp on Hand 


Two guests who have attended every tourna- 
ment of the Association are the genial “Dutch” 
Norton and “Jack” Kemp. 

Among the old guard who were unable to be 
present at the tournament or account of other 
engagements were J. L. Parsons, Chas. Dodd, 
Chas. Sparks, Robert O’Gorman, W. Y. Wemple, 
Edgar Knapp, J. K. McFarland, G. W. Leth- 
bridge, D. M. Darby, Tom .Al'en, Bennett Elli- 
son, Boh Mullins, H. C. Cornwall, Perey Ling, 
John Mills, Walter MacBain, W. J. Worcester, 
EK. H. Morrill, Jr, Danny Morrison, Wilfred 
Kurth, A. Duncan Reid, C. V. Meserole, L. R 

Rowden, L. H. Smith, R. S. Cleaves, A. H. Haz 

ae if o> c: i Bat singer, P. F. Huff, David Roberts, Max Van 

‘ : Buskirk, G. D. Williamson, P. A. Post and H. S 
od - “i Scott, Dick Tyner, Chas. L. Tyner, E. G. Snow, J r., Jerry Tyner, George Barker, W. F. Naulty, Maxon. 

lfred bé Tnshuis 
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Autos Worth $300,000 
Stolen Every 24 Hours 


DUMAS ON DETECTIVE BUREAU 





Canada Stolen Car Running Vies With 
Rum Running; What Insurance 
Men Can Do 


The automobile theft situation in New 
England was discussed at length be- 
fore the New England State Associa 
tions of Insurance Agents at Maple 
this week by Joseph P. Dumas, 
manager of the Boston branch of the 
Automobile Underwriters’ Detective Bu- 


wood 


reau. The detective bureau is) sus- 
tained and operated by 106 insurance 
companies. He said that motor car 
theft losses in the United States are 


placed by the authorities at more than 
$300,000 every 24 hours. The New Eneg- 
land department of the Bureau recov- 
ered from one gang over $97,000 worth 
of autos in 1922 without the aid of the 
police, 
Canada a Weak Spot 

The Bureau was instrumental in form- 
ing a working agreement with the De- 
partment of Justice, the state police 
and the state highway commission, with 
fine results. One weak spot is the Can 
adian border, and the problem of stolen 
cars run into Canada is the most vex- 
atious complication which the Bureau 
has to face. “It has been sarcastically 
remarked,” said the speaker, ‘that the 
best gold mine of Canada is smuggled 
out rum and smuggled in cars. If the 
full duty is paid on a car as it passes 
the Canadian line, whether stolen or 
not, it is considered Canadian property, 
and has all the rights as such and is 
therefore imThune from recovery to all 
practical purposes. The only preven 


tive measure to stop the running of 
stolen cars into Canada seems to me 
to be strong diplomatic pressure ex- 


erted by 
Ottawa.” 


official Washington in official 


In discussing a discouraging problem, 
Mr. Dumas said: 


Many «adjusters and representative 
insurance men notify the police when 
an auto is stolen rather than, to report 
it to their own police, the Bureau. 
These men forget entirely that without 
the insurance companies the Bureau 
would not have been organized and 
that its sole object is to benefit the in- 
surance companies, and therefore every 
individual officer, employee and agent 
of the insurance company, as well as 
every individual client. Let me em- 
phasize that the best way to halt auto- 
mobile thievery is to turn over to the 
Bureau the police work of the compa- 
nies, for this not only saves complica- 
tions, errors, and time, but makes for 
the highest degree of efficiency in the 
detection of the thieves and their pun- 
ishment. 

This brings me to the question of 
offering rewards. In every large city 
at the present time there are organized 
Automobile Theft Registration Bureaus. 
Some of these Bureaus are being main- 
tained by ex-police officers, some by 
independent adjusters and others by 
automobile thieves. These bureaus are 
offering rewards to police officers and 
others who are directly connected with 
the registration departments in the dif- 
ferent states, for information which 
will lead to the recovery of cars. If the 
insurance people continue to encourage 


these wildcat organizations, they are 
only aiding in the building up of an 
evil which will be not only very hard 


to disrupt, but which will prove a very 
costly experiment to them in the end. 
Such doubtful organizations hold up the 
insurance companies for rewards, split- 


ting such rewards with the unprinci- 
pled informers, official or private de- 
tectives. 

To sum up the whole. situation, I 
would urge you to bear in mind that 
the Bureau is not only your servant, 
your creation, but also your very best 


friend. It works day and night to gsal- 
vage for you stolen cars, and thus to 
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save you thousands of dollars every 
year. Many who contribute to the sup 
port of the Bureau simply as a matter 
of fad or fancy or habit, realize but 
little the tremendous benefits they de 
rive from the Bureau if all angles are 
fairly considered. The Bureau is a 
specialist, and therefore is better 
equipped and better tuned, so to speak, 
to recover stolen cars than any police 
department no matter how large or ef- 
ficient that police department may be. 
The Bureau has quietly but systemati- 
cally and effectively unified the police 
activities of the country to defeat the 
auto-thief rings. The installation of 
card systems in auto-registration —of- 
fices, due to the Bureau’s activities, has 
proven a great aid for the detection of 
the identity of a stolen car. The crea- 
tion of an interlocking system between 
the police forces of the various states 
and the federal forces, which system is 


just now beginning to bear fruit, is 
another feather in the Bureau’s cap. 
The establishment of an index record- 


ing facts and circumstances relating to, 
claims made upon the insurance com- 
panies, or losses paid by them in cases 
where cars have been stolen, is another 
point to the Bureau’s credit. 

And, last but not least, the apprehen- 
sion and bringing to justice of auto 
thieves, receivers, fences and others 
all enemies of the insurance companies 

certainly merits your support of your 
own police department, known as the 
Automobile Underwriters’ Detective Bu- 
reau. 
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KENTNER AGENCY GROWS 
First Anniversary Finds Live William 
Street Office Going Strong in 
Business Production 

The Fred W. Kentner Agency, 118 
William Street, New York, will cele. 
brate its first anniversary July 1, with 
the best records on the street 
for an initial year’s business under pre. 
vailing conditions. Mr. Kentner started 
the agency July 1, 1922, from scratch 
with a poor underwriting year in pros- 
pect. It is understood that the results 
have been very-satisfactory and that the 
close of the first fiscal year finds the 
agency picking up speed in production 
at an increasing rate. The coming 
patrol returns will show this record in 
detail, 

The agency represents the Alliance, 

Philadelphia; Star, of America, 
Rhode Island, and Nationale, of Paris, 
writing not only New York City  busi- 
ness, but accepting lines throughout 
the entire United States and Canada, 
It also represents the Phenix, of Paris, 
as general agent for the New York Sub- 
urban territory. 





one of 


of 


FIELD CLUB MEETING 

The monthly meeting of the Subur- 

ban New York Field Club will be held 

at the Hotel St. George, Brooklyn, July 
2 at noon, 






















Guarantee and 


The Sign 
of Good Casualty Insurance 








Accident 


FY 


Company, Limited 
OF LONDON, ENGLAND 


HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 


is a name well earned in more than fifty years of close 
co-operation with its agents. 


eye ——————————————————————— 


Over sixty years 


of public 


INCORPORATED 1860 





UNITED 
IREMEN’S INSURANCE 


Home Office—100 William Street, New York, N. Y. 
F. W. LAWSON, Chairman of the Board 





PERCIVAL BERESFORD, President 
GEO. R. PACKARD, Vice-Pres. 
HERBERT W. ELLIS, Vice-Pres. 

M. B. YATES, Secretary 

HENRY A. KNABE, Asst. Secy. 


Over sixty years of public 


have established the United Firemen’s as an institution 


of utmost dependability. An 


Fire, Tornado and Automobile Insurance. 





service 
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service faithfully performed 


old reliable company writing 
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Court Decides On 
Jurisdiction Point 
scOTTISH UNION & NAT. WINS 


District Courts in New Jersey (Except 
Trenton), Can’t Maintain An 
Action Against Foreign Co. 


Joseph T. Lieblich, an attorney of 
paterson, N. J., informs The Eastern 
Underwriter that it has long been his 
contention that all of the district courts 
in New Jersey, with the exception of 
the district court of the city of Tren- 
ton, could not acquire jurisdiction over 
an insurance company, for the purpose 
of maintaining an action against a for- 
eign Company admitted to transact fire 
insurance business. The opportunity to 
test this out was presented in an action 
brought by Annette Reder against the 
Scottish Union & National. The court 
sustained the contention and dismissed 
the complaint. 

The brief of Mr. Lieblich follows: 
This is an action brought by Annette Reder 
against the Scottish Union & National Insut 
ance Company, a foreign corporation, duly ad 
mitted to transact insurance business in the 
State of New Jersey, and who in compliance 
with the Insurance Act of 1902, has designated 
and appointed the Commissioner of Banking 
and Insurance at Trenton, as its statutory 
went for the service of process. 

fhe summons in this case is directed to ‘The 
Sergeant-at-Arms of the Second District Court 
of Jersey City or to any constable of said 
County,’ for service and the return shows that 
Walter Firth, Sheriff of Mercer County, depu 
tized George B. Hulit, a special deputy of 
Flemington, N. J., of Hunterdon County, to 
make this service and that the said George B. 
Hulit, the special deputy, served the summons 
by leaving a copy of the same at the office 
ot the commissioner, at Trenton, N. J. 

The defendant herein, has entered a special 
appearance and notified the plaintiff for the 
purpose of vacating and setting aside the 
summons. We respectfully urge the following 
grounds: 

Point 1. 

The summons is directed to the Sergeant-at 
Arms of the Second District Court of Jersey 
City or to any Constable of the County of 
Hudson, to make service and the said officers 
to all intents and purposes are officers within 
the County of Hudson and have no authority 
without the county. That is so elementary as 
not to require any citation by me, furthermore, 
by Section 29 of the District Court Act, the 
territorial jurisdiction of this Court is limited 
to the County of Hudson and prima facia, this 
Court would not have any legal jurisdiction 
without the County. 

We further contend that where there is 
more than one District Court within the 
County and there is a District Court in the 
city wherein the defendant lives, the defend 
ant is entitled to elect whether he will submit 
to the jurisdiction of another District Court 
in the County, as stated by Judge Abbet: 

“Thi plaintif chooses the tribunal in which 
he will bring his action—when the amount 
of his claim is over $200, he has from which 
to select the Supreme Court, Cireuit Court 
and Court of Common Pleas—if’ with these 
courts open to him, the plaintiff cleet to take 
the defendant before a statutory tribunal 

itis doubtful if he can be heard to complain 

ol any reasonable regulation rendered neces 
sary by the legislative frame of the tribunal 

selected co defendant has had no voice in 
choosing the forum; hence, has submitted him 
self to no implied. conditions arising from its 

Construction, he is there in ‘invitum,’ with 
the right to question the constitutionality of 
the procedure in all its steps.” ~~ State 

Prosecutor vs. Michael Lane, 56 L. 

n determining the question of the iurisdic. 
Na of the District Court of the City of 
- rg our Supreme Court has been sustained 
y the Court of Appeals in holding: 

“The jurisdiction of the District Court of 
the City of Newark to be confined within the 
territorial limits of it prescribed by statute.” 
Burns vs. Yost, 47 L. 223, Affirmed by the 
Court of Appeals, 48 L. 356. 

of M the reasons herein assigned, the Sheriff 
) ercer County not having any authority to 
serve a summons of the District Court of Jer 
the aot it is to all intents and purposes 
© as if any private and not a properly 
authorized officer of the Second District Court 
Haget’ cy City or Constable of the County of 
ae and this defendant having refused to 
itarily submit to the jurisdiction of. this 


{ } e 
Bes the summons in this case should be 
Vacated and set aside. 








STATE MAY DROP COVERS 

Advisability of the State of Virginia 
Surrendering all insurance now carried 
On State buildings and becoming a self 
insurer for the entire risk is being con- 
sidere d by the Commission on Simplifi- 
cation of State Government appointed 
at the last session of the legislature 
with instructions to report at the forth- 
Coming session which convenes in Jan- 
Uary, 1924, 




















In 1848, the year of the most famous discovery of 
L. & L. 
the United States. 


all history, the 


has since grown a 


modest beginnings of the 





The same year 
that gold was discovered 
in California 


Out of a sparsely settled wilderness on the Pacific Coast 
great state, and out of the extremely 
I. & L. & G. has developed 

representatives 10,000 strong located 
One hundred and ninety million dollars 
have been distributed by this army of representatives to 


their clients promptly and without discount. 
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& G. was just beginning business in 






































Foreign Credit Risks 
Show Steady Growth 


MANUFACTURERS’ 





EXCHANGE 





Three Groups of Membership Formed; 
B. W. Rankin, President of New 
England Division 


The American Manufacturers For- 
eign Credit Insurance Exchange, of 
Chicago, commenced the insuring of 
accounts in 1921. It started wth 
about seventy export manufacturers in 
1921 which grew to 600 by December 
31, 1922, and to over 700 at the end of 
May. The premium percentage figures 
in April, 1923, showed a 12%. increase 
over the previous month and an in- 
creas? of 218% over April, 1922. May 
over April was approximately 12% 
grealer also. 

The Exchange contemplates issuing 
a new Latin-American Market Guide 
by the end of the year, contgin mg 
various revisions. One feature of the 
new market guide will be a chiange in 
the merchandise handled by the 
various merchants. Names of the new 
members will be added and the ratings 
changed. 

The Exchange since the first of the 
year has formed three groups of its 
members which will enable them to get 
together and form more definite ideas 
for the actual working and progress 
of the Exchange. 

In March a New York-New Jersey 
group was formed with C, Stevenson, 
export manager of the Fairbanks Com- 
pany, as president. In April, a St. 
Louis group was formed with William 
M. Sloan, treasurer of the McElroy 
Sloan Shoe Co., of St. Lou 8, and chaiir 
man of the board of trustees of the Ex: 
change, as president. Burt W. Rankin, 
treasurer of the Hunt-Rankin Leather 
Company, Boston, and trustee of the 
Exchange, was made president of the 
New England group, of Boston, which 
was formed in June. 


APPOINTS AUTO CONFERENCE 
Stoddard Picks National Body to Super- 


vise Filing of Fire and Theft 
Experience For 1922 





The National Automobile Under- 
writers’ Conference has be2n appointed 
by Superintendent Stoddard as the 
common agency through which all com 
panies writing automobile fire and 
theft insurance in this state shall file 
their Classified experience for last 
year. The National Conference classi- 
fication is the one that shali be used. 
There are forty-four non conference 
companies writing in New York state 
and these companies shall receiv? the 
conference form of blanks upon which 
to copy their experience. These sta- 
tistses, together with, those of the con- 
ference companies, will be consolidated 
and the results filed with the insurance 
department. 

Section 141-a of the insurance law, 
containing the provisions with regard 
to the filing of auto fire and theft ex- 
perience, reads as follows: 

“Every person, association or cor 
poration transacting a fire insurance 
business in this State shall annually 
on or before the first day of July of 
each calendar year file with the rating 
organization of which it is a member 
or trom whieh it receives its rates or 
with any other common agency ap- 
proved by the Superintendent of Insur- 
ance, a Classification schedule of pre 
mium writings and losses incurred on 
risks in this State during the preced- 
ing calendar year; and such classifica- 
tion schedule shall be in accordance 
with the classification approved by the 
Superintendent of Insurance.” 

T. B. Keavney & Company, insurance 
agents at Baltimore, have move od to 
new and larger quarters in the Furness 
House, Baltimore, 
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C. R. Perkins’ 40 Years 
In Fire Insurance 
HAS SEEN MANY DEVELOPMENTS 


Changed Position cf Special Agent; 


Evolution of Auto Business; 
Advice to Young Men . 
( R Perkins assistant United 
States manager of the Norih British 
& Mercantile, “and vice president of 


The Mercatile 
Pennsylvan ki, 


Commonwealth, aad 


recently celebrated his 


fort eth anniversary in the insurance 
business Feeling that durne that 
long period of time, there must have 
occurred many events and changes 
one kind or another in this business, 
a representative of The Kastera Under 
writes catled upoa Mr, Perkins ana 
asked him if he would not contribute 
from hs store of knowledge and ex 
perience some fa: t Which might be 
of general interest to the proseut day 
members of the fratern ty. more par 
ticularly the younger generation, 

Mi. Perkins repaied, “Lb hardly know 


Whoro to Commence, but 
addres myself mor 
the younger men in 


lam going to 
particulariy ‘to 
thee business. liny 


C. R. PERKINS 





ing started as a file clerk, and coming 
through the various grades to an ex 
ecutive position, | have a strong fecling 
of interest for the juniors, who are 
aiming to become future executives. 
“It IT were to 
the English 
success for 


pick out one 
language ag a keynote to 
either the boy or man in 
the insurance business, it would be 
that of ‘thoroughness.’ A lack of this 
trail, | would say is more largely re 
sponsibla for errors that have cost in- 
surance Companies real money than any 
other one thing that I can think of. 
Much has been said and written as a 
guide to our young men inthe business: 
some of which wilt bear repetition in 
my opinion. A young men who shows 


word in 


the qualities of thoroughness and_ in- 
itiative coupled with good health is 
bound to have a bright future in our 
business if he be patient wand per 


sever fg. 

Speaking of initiative, I believe it 
was Elbert Hubbard. who some years 
ago described it about as follows: 


‘It is doing the right th’nge with 


out being — told. But next to 
doing the thing without being 
told is to do it when you are 
‘old once. There are those who 


jever do a thing until they are totd 
twice: such get no honors and small 
pay. Next, there are those who do 
the right thing only when Necessity 
kicks them from behind, and these 
gel indifference instead of honors, 
and a pittance for pay. This kind 
spends most of its time polishing a 
bench with a hard-luck story.’ 

‘It would be well for those who lack 














W. P. PHILLIPS, 1506 East 17th St., Brooklyn, Executive Special 
JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agen 


F. F. BUELL, Troy, N. Y., General Agent.............-+++. re 
E. J. PARMELEE, Syracuse,, N. Y., Special Agent...............NEW. YORK STATE 
H. H. PORTER, Special Agent » N. Xx, 
E. A. MORRELL, 205 Walnut Place, Philadelphia, Special Agent......MIDDLE DEP’T 
GEORGE SHAW, 116 Milk St., Boston, General 


Fire, Marine, Windstorm, 
Automobile, Sprinkler Leak- 
age, Riot and Explosion In- 
surance. 
Agent, 
NEW YORK SUBURBAN 
NORTHERN NEW JERSEY 
EW YORE 


0 rr NEW ENGLAND 








this most desirable trait 


iniiiative. 


to give cure- 
iul study to above quoted definition of 


The Special Agent 


“There have naturally been a 
many changes in the bus ness. 
for instance, being the different 


some odd 


puesent 


twenty years 


bureaus, etec., have all 
li, ve the present 
many of the duties, which 
great many years ago, 


awtogethber sure that the 


and 


ago. 


were 
I am 


expericonc? 


which he was bound to acquire n 


dvys when he was 
his judgment in the 


compelled to 
matter of 


great 
One 
char 
acter of work required of the up-to-date 
specia, agent as compared with that o7 
Our 
day methods of rating organi 
azitions, adjustment bureaus, inspection 
tended 
day special agent of 
his a 


to re 


rates, 


inspections and the experience ac 
quired in Joss adjustments did not 
better qualify him for future promo- 
tion than under the present system so 
largely in vogue. It is quits true that 
the modern specia.s agent should have 
au broader knowledge of many branches 
of our business, many of which dd not 
exist some twenty or thirty years ago 
such as the numerous side lines that 
the Companies are now so freely writ 
ing; but so far as the strictly fire in- 
surance business is concerned, | woud 
cay that genera!ly speaking, his know!- 
cdge is not so intimate as that of the 
all around good fieldman of twenty five 
years ago. This s said with no lis- 
respect to our present day fieldmen, 
who really have not, in many cases, 
had the opportunity of acquiring fn- 
































1nd BUSINESS 








about pecuniary 


Hence it is 
prudent for 











thus 












tive ability, or 
edge i 
destiny of a 
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Avaq 
ye Manager, whose 
tact have 
>) ducing factor. 
(J, of the Buyer of 
I whose knowledge 









both 
business 


|e insurance, 
19 tide ower temporary 
ib }) and provide for 


whose 
assists in 
business, 





41 Business Life Insurance 


} Now Recognized as a Permanent 
9 Economic Factor—F-xecutive Ability 
d an Asset, and a Loss if Displaced 


LIFE INSUR- 
24 ANCE must be recognized 
4, as an economic tactor im 
ar) demnity for ihe loss of capital 
(eX and brains. ‘The death of 
ne man closely identified with 
Ad! business cannot but result in g 
AS shock tu the organization, 
es sibly affecting its financial 


credit, its business-getting abil 


KR} ity, or its efficiency of 
ih) } ation, al} of which 


may 


loss. 


wise 


assisting 


A man who has great execu- 
knowl- 


shaping 


Gy distinct economic value to the 
2 os organization, and tire same may 
i be said of the Financial 
KX) in touch with business 

Kay | tions, banks, bankers, etc. 

| 


The same is true of the Sales 


ability 


developed the 
It may be true 
the concern, 
of market 
conditions leads to closer trad- 
ing and better profits; also of 
the Foreman of the shop, whose 
skill and industry have become 


oper 
bring 


concerns 
to have the lives of men whose 
death would affect them in this 
way properly protected by life 


difficulties 
continuance. 


is 


condi- 
























































and substantial 


the business. 


a permarent 
part of 














The loss of any one of these 
may throw the organization out 
of gear, resulting in disatr 


rangement and actual loss. 






































All business 
the need of 
surance 





nen recopnize 
adequate fire-in 
protection for then 
credit, -in faet, they could get 
no credit if they did not have 
this insurance,—and yet loss by 
fire is infrequent and may 
never occur, but death is cer 
tain to come sooner or later. 




























































Here is developed a great 
need for the life-insurance pol- 
icy, and it would seem that 
good business judgment would 
prompt the setting aside of the 
life-insurance premium among 
the fixed charges of a business 
concern. 

















The life-insurance 
easily adaptable to varying 
conditions—to replace ability 
and brains, to safeguard credit, 
to buy out a retiring partner’s 
interest, to satisfy the estate 
of the deceased member, to 
establish an emergency fund to 
tide over re-organization 


policy is 




















In contracts of this descrip- 
tion Security of the indemnity 
wil] be the first thought of the 
careful business man, and in 
this respect this Company offers 
the very best. 
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Rou utyhar 2 
Li-FE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
























Sixty-one Years 
in Business 








Largest Fiduciary Institution 


in New England 

















timate details of the fire branch of 9 
business. 






















The Automobile Business 


“Speaking of one of the side ling 
which can hardvy properiv be ¢o Gajig 
today, is the automobile — busines 
which certaimy has undergone an ey 
lution in the past twenty years. I ¢e, 
distinctly recall that in the early da 
of the automobile, that the North Britig 
& Mercantile very hesitatingly gf AS 
ceptcd what they thought was the bh 
of this business against the fire hazg 
only at a rate of 44%% per annul 





Naturally, we obtaned but a_ ye alert 
limited amount of this business; py a Com! 
soon discovered that we had conmpetifihe compa 
tion at that rate and gradually reducupe derived 
j ‘ oOo, 21,0 ing agencl 
it to 4%, then to 34%%, then down wi answer. 
3% and finalty decided that we haéleuss in c 
better leave the cass alone at. tha antages | 
figure and so for some years, We wrot ee ere 
none of it. We were glad enough. howliifcally we 


ever, to resume writing this business 
some years later when we took on aj 
the hazards as now transacted at a 
average of one-fourth of the rate tha 
we formerly charged.” 


approved 
the Insur 
California 
nexes? 
Ht is | 
stand hoy 
cies can I 
writing. 

recognize 
a time § 










Moral Hazard 


In conclusion, Mr. Perkins | stated 
that there was one fundamental in the 


















underwriting business that certainly interject 
had undergone no change and _ that jsf insured | 
the moral hazard. Strict attention tj oghdl 
this feature of the business is, perf¥do more 


haps, the most important factor in thelJ the ques 


matter of profit and loss, and th ee 
daily report examiner or underwriter, OE 
who carefully and = intelligently d's f Session 
criminates on this feature of the risksMe ance C 
upon which he passes w Jl be bound to a 
make a better record than the ones MM underws 
who are not so careful in, this respect, yi 
21 Years With North British therefor 

> mutual 


Some twenty one years ago when Mr. tion.” 


Perkins first entered the service of they Lew! 
North British & Mercantile Insurance pag 


Company, Limited, the company did an Qu 
annual business of about $4,000,000 ink 








the United States. Last year thee aa 
North British & Marcantile Insurance® also de 
Company. Limited and  Associated® pode 
Companies did an annual business off : 
$18,004,765. BS 
The Middle Department, over whosel + 
destinies Mr. Perkins has especially & tage t 
presided dur'ng the past twenty-one = 
years, has shown a consistient profit bos p 
every year of that time with but two & which 
exceptions, being the years of the & compa 
Baltimore conflagration and that of = 
Black Tom Island, N. J. (d) 
Sprin 
+ ng 
BEST’S PAPER OWNERS pol 
nical the a 
H. G. B. Alexander & Co., J. G. Hilliard, the | 
Arthur D. Baker and William Otis pe 
Badger Among Those on List Lil 
ranks See In 
A statement of ownership of “Best's F objes 
Insurance News” is printed in that | 
paper of May 20. The owners are Aly At 
fred M. Best Co., New York; H. GB. en 


Alexander & Co., Chicago; J. C. Ammer & that 
muller, New York; William O. Badger, B com 
Jr., New York; Arthur D. Baker, Lat ( 
sing, Mich.; Alfred M. Best, New York; © 1s | 
C. B. Chadwick, Chicago; Mabel ©. Fok § ann 
som, Closter, N. J.; Louis H. Hanna, “3 
Monmouth, I[ll.; Robert Henkel, Detroit; secy 
J. G. Hilliard, New York; John W. & sho 
Hooper, Chicago; Albert M. Johnson, ‘ 





























Chicago; Chester B. Kellogg, New the 
York; O. M. Mitchell, New York; A 
Louise R. Whilden, Brooklyn; Amalie “ 
M. Porter, Montclair, N. J. rep) 
se 

NEW BALTIMORE AGENCY al 

F. Albert Roloson, for nearly five § acc 
years special agent of the fire depart: id 
ment of Riggs, Rossmann & Hunter, of B a, 
Baltimore, has become associated with shz 
Gen. Henry M. Warfield, manager there a 
of the Royal, and soon the Henry M. Cia 
Warfield-Roloson Company, Inc., will be it 
started. Mr. Roloson will leave the bo 
Royal on July 1. He has been in the § yy 
insurance business for twenty-two 
years. Mr. Warfield has been Roy tt 


manager at Baltimore since 1896. He 
ia president of the local board. 
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ona. H. Bennett Gives Answers to 
es J Arthur W. Hicks’ Questionnaire 


side line 
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f insurance commissioners. 


etter is given herewith: 


Interrogatory 1. From the respective view- 


ge points of (a) the policy holders; (b) the Insur- 
NESS; bulince Commissioners; (c) the agents, and (d) 

Compete companies, what benefits and advantages will 
Y reducebe derived from retiring the present underwrit- 


ng agencies or so-called annexes? 

Answer. You will hardly expect us to dis- 
yss in complete detail all the benefits and ad- 
vantages to be so derived: Generally speaking, 
he interests of the four parties above men- 
tioned are, if not identical, inseparable. Speci- 
fically we cite the following: 


down jy 
We ha 
at the 
We Wrot 
ugh. how 


business (a) Following the San Francisco conflagra- 
ok on aimtion the Chamber of Commerce of that city 
ay approved a report of an investigation made by 


ed at ag 


the Insurance Department of the University of 
rate thai 


California which referred as follows to an- 
exes: 

‘It is hard, at least for a layman, to under- 
stand how the existence of underwriters’ agen- 
cies can be for the best good of legitimate under- 
writing. ‘They possess no assets and are not 
recognized by the Insurance Commissioner. In 
atime such as the present, their effect is to 
interject an irresponsible element between the 
insured and the real insurer. The only reason 
for the existence of such underwriting fictions 
is apparently that a company and a fiction can 
do more business than a company alone, but 
the question is, Cannot any company through 
its ordinary channels do as much business as it 
egitimately should?” 

(b) From the printed proceedings of the 48th 
Session of the National Convention of Insur- 
ance Commissioners, page 19, we quote as 


S state 
al in the 
cortainly 
1 that ig 
ntion ty 
1s, Der 
or in thell 
and the 
erwriter, 
itly dis 
he risks ans 
bound tome vue pay : i ; 

We believe the plan (multiple agents and 
he ones underwriters’ annexes) is wrong in theory and 
respect,™ bad in practice, unfair to agents and subversive 
; to the best interests of public service. We 
‘ish * therefore urge upon both companies and agents 

| mutual concessions and adjustment of the situa- 

> tion.” 
That report was signed by eight of the fore- 
most Commissioners of this country then acting 
as the committee on laws of that organization. 


Quotes Commissioners’ Resolution 


In December, 1922, the Commissioners’ Con- 
‘vention said: ‘Resolved, that this Convention 
also declares itself as opposed to the formation 
) or continuance in business of underwriters’ an- 
/ nexes, and that this Convention further recom- 
© mends that legislation be enacted in all states 
» which will prevent the future existence of all 
r whos © such annexes.” 

HOS¢§) (c) Perhaps the greatest benefit and advan- 
specially tage to “be derived from retiring the present 
‘nty-one@® Underwriting agencies or so-called annexes” 
: would be an ultimate return to the condition 





vhen Mr, 
» Of thet 
isuranes 
y did an 
1,000 in 
ear the 
surance 
sociated 
iness of 


t profit that existed prior to the creation of annexes 
but two > which was the sole or limited agency basis of 
ot the & company representation, whereby the agent had 


a valuable business franchise and the company 
a valuable, responsible representative. 

(d) George G. Bulkley, vice-president of the 
4 Springfield Fire & Marine Insurance Company 
4 speaking before the last annual convention of 


that of 








S _ the National Association, said: ‘Without any 
question, underwriters’ agencies are a strain on 
the agency system and I doubt if it is doing 

Hilliard, the companies any permanent good to present 

Otis burdens which their agents must carry only with 

| discomfort.”” 

ist Like examples might be cited ad infinitum. 

Int. 2. What do you consider the principal 

“Best's objection to the existence of annexes? 

in that | Objections to Annexes 

are Al § Ans. There may be a difference of opinion 

LGBE : to “the principal objection” to annexes. Per- 

Ammer aps one of the chief local agency objections is 

that it violates the principle of sole or limited 


Badger, company representation as set forth in division 
ry, Lan (c) of the answer to Interrogatory 1, From the 
> York: viewpoint of public interest the chief objections 

’ 43 brought out by the Commissioners are that 


C. Fol- annexes tend to reduce the service to the pub- 
Hanna, lie, increase expenses and losses and multiply 
etroit; | companies indefinitely without adding ‘to the 

W | Security of their contracts. ‘The public’s interest 
hn W. should always be paramount in this and all other 


ohnson, matters, 
New Pes 3. If it seems desirable to exterminate 
York: em, what methods do you suggest? 
’ Ans, Agreement through conference between 
Amalie companies and agents. 
Int. 4. As a solution, do you advocate their 
weepement by incorporated companies? If so, 


, 


Ans, ; : 

cy P Int. 5. What means would you suggest for 
| five aving to the companies the business they have 
¥ ‘cumulated through their annexes? 
depart- ; ns. A good faith attempt by all agents to 
iter, of = that the volume of business now flowing to 
d with shal eo or companies through a given annex 

a be given to the present company or com- 
r there Panies relinquishing such annex, as recently sug- 


ory M. soned hy the president of the National Asso- 
vill be lation to the Muncie Board and others. 
wil nt. 6. 


Would the retirement or incorpora- 







ve the pose of annexes reduce the present number and 

in the ee the future increase of agents? If so, 
-two : r ‘ 

- al ee 1." Obvious! the incorporation of annexes 
oy: ud not in itself produce immediate reduction. 

6. He € retirement of annexes would. The future 








Walter H. Bennett, secretary of the National Association of Insurance 
Agents, has prepared answers to the twenty questions submitted to the editor of 
he “American Agency Bulletin” by Arthur W. Hicks, local agent of Summit, 
_J., relative to annexes, multiple agencies, agency qualifications and the powers 


gents affected by the problems under discussion, the whole of Mr. Bennett’s 


increase or decrease of agents is a matter not 4S Was contemplated by the (Western) Union to the best interests of public service.” 
solely dependent upon the annex question. If resolution, which sought to provide a tribunal 
the annexes were retired under the National Wherein local board rules might be considered 


INCORPORATED 1720 


LONDON, ENGLAND 
United States Branch 
83 Maiden Lane, New York 


As Mr. Hicks’ letter has heen read with much interest by executives and 





Royal Exchange Assurance 


EVERARD C. STOKES8 


United States Manager 








eee 








Ans. The action of these boards demonstrates _believ® that “the plan is wrong in theory and 
the need and importance of co-operation such bad in practice, unfair to agents and subversive 


‘Stand on Rating Bureau 


Association plan of conference and co-operation and, if approved by the Joint Conference Com Int. 11, What advantages over present 
such retirement would be the first step toward Mittee, made binding upon the companies. We system will be gained to (a) agents; (b) the 
the establishment of the sole or limited agency hope that the action of these boards will ad companies and (c) the public, from a central 


rinciple. Rc , P . 3 am 
° The National Association is not interested in Association by calling attention to the lack of the Insurance Commissioners 


reducing the number of competent service giving Company consideration of local board rules and strongly advocated by the Agency 
agents. Our efforts have been directed toward thus hasten the conference method. Bulletin? Cc 1 Rati " h 
the incompetent and ignorant ones who misrep- Int. 9. Who should say when the number of B® Bg Aas ma Mi my bt wero 
resent and serve no public in- agents ought to be reduced? pte — Bull om afi This elated te ated 
terest. Ans. Preferably the companies and the agents pons oF ak poe PT aor A 7 se 
How to Remove the Unfit through conference. The needs of the business C@teS OF The © . Mics ype 3 ~ os 
and the interest of the public should be the  4UMg_ assoc ecg are bo yet “. poe! se 
_ Int. Would the retirement or incorpora- determining factors. br mity see! rag me B sacmoagpco ose wae aaaae 
tion of annexes result in the elimination of the Int. 10. How much of the anti-annex agita- 40"). Wie ectablishment of a national agency for 
incompetent agent? . tion is due to a feeling among agents that with th eee ees neg of Se ccaaiees ahaball aaa Glee we 
Ans. Proper qualification requirements these concerns out of the way there will be ue ta seal of ferme aad grectiecs.” 
would. , . j fewer agents and therefore less competition? erhe pees ll atthe Mamasian Agency Bul- 
Int. 8. Will the action of the Muncie and the Ans. This is a pure matter of opinion. The letin is an stated in our lesue of June 1: “The 


Oklahoma City local boards advance the spirit number of agents so feeling is probably negligi- 
of conference and co-operation between agents ble. The agitation is due to agents, company 
and companies? 


vance the co-operative theory of the National rating and supervisory bureau as suggested by 


executives and insurance commissioners who 


apparently 


proposals of the Commissioners are entitled to 
(Cont nued on page 25) 
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HENRY EVANS 


CHICAGO 








enewals 


Are your renewals consistently safe from competition? Can you 


count on them—always? 


, 


Perhaps you can figure ahead on most of your residential business, 
but your competitors’ efforts to capture the big risks both sprinklered and 


unsprinklered must be fully recognized to be forestalled. 


It is here that most agents must rely upon the facilities offered by the 
companies they represent. Specialized knowledge on up to date fire pre- 
vention, rate checking, engineering and schedule work cannot be acquired 


by the average agent, but it is essential that he have it ready at hand. 


Do you fully realize how this company can amplify your own service 
to your clients? When competition threatens, call on The Continental. 


In the mean lime— 
Ask The Continental “Special”! 


The CONTINENTAL 


INSURANCE COMPANY 
Eighty Maiden Lane, New York, N.Y. 


Chairman of the Board President 


“AMERICA FORE’ 


Cash Capital, Ten Million Dollars 
MONTREAL 


NORMAN T. ROBERTSON 


SAN FRANCISCO 
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ilit has the privilege of being a very im 
tar factor t making of it ut b 
1 premiu 1f othe ruth t ‘ 
the suppression of crime and t 
t f au bal ft then th 
fl ed perienm table ind 
luc If traff regulat 
u bser 1 1 in tores f the 
t vera \ rtain | t 
i du e to careful driving 
1} 1 n propert damage claims wall be 
fluenced material ind this influence ill el 
niums charged for those two 
The “No Amount” Policy 
In a tew tsolated case what is known a 
the “No Amount” policy has been experi ted 
th b ne or two compante Realiz thre 
nportar f informing oursel i ella 
l Ile noall ne lin f thought, this f ) 
{ twi been ' ubject f 
hausti iferes Phe principal argu it 
i i 1 poli ruld utlined 
1h 
birst that 1 elimination of an tated 
u the mount payable ould have the 
wical effect of removing a temptation to 
te l 
Sece | the tbsene i ' tated imnount 
ould 4 ‘ hat i n 1 | il a wy 
u ( et ( beature uno ( iferel 
nem 
1] | uch a form would eliminate — the 
rit " rf nsural charged as being 
t ted | i ypant 
Fourtl th | on er limited only t 
t luc ft vutomolile 
Among the trong arguments offered in opp 
tion to the proposal io the fol inh 
First: the bilit ta wipe t t 
te ilong 1 \ 1 lisne ‘ 1 
amount 1 isuran 
Second idjustment vould be complicated 
nd make imperati numerou ippraisal 
Phird uch a form would make cach poln 
holder a full insures 
Fourth: the moral hazard uld om | re 
duced by sucit form beeau th issured nut 
feel inclined t tal the chance of a fa 1 
ble idjustuvent, or appraisai, or possibl a 
jury verdict 
\fter considerin this question ith consid 
erable care, the b strong mayor 


committe 
t recorded ttsell a po 


fa “No Amount’ 

The Duty of Companies 

In discussing the duties 
relative to motor car 


ny ed to the adoption 
policy 


of companies 
insurance cod 


operatjon the speaker said that they 
shouid all join the Conference. Vir 
tually every company doing business is 
us ne Conference rates and forms as 
the foundation of their operations. 
“Why not then come into the organi 
zation and bring alonz constructive 
vriticism rather than stay on the out 


side and continually throw out destruc 


tive suggestions,” he asked. “Every 
l ttle while some company gets uneasy 
at the piratical Course of one or more 
of its competitors and seems to feel 
that it must meet the cut rat: or ex 


cessive commission A company that 
cannot secure reasonable proportion of 
business without bribing the 
ceptible azent should be ashamed ot 


SUS 


itself.” 

He conchided by asking agents to 
give full co-operation to the Confer 
ence 


VIRGINIA AGENTS MEET 
Button, Cox, Morton, Turner and Others 
Talk to Association Members; 

L. T. Dobie Made President 


The annual convention of the Vir 


ginia Association of Insurance -Agents 
which opened in) Richmond, June 27, 
gave promise of proving the most im 


portant of any 
live questions 
cussion, 


vel 
being 
Speakers on 
cluded) Commissioner 
\ttorney General 
Congressman 


held, a number of 
scheduled for d 

the program in 
Joseph Button, 
John R. Saunders 
Andrew Jackson Monta 


gue of the Richmond district; Fred J 
Cox, former president of the National 
Association of Insurance Agents; John 
RB. Morton, president of the Fire Asso 


ciation and former president of the Na 
tional Board; George KE. Turner, general 


counsel of the Casualty Information 
Clearing House. The exeeutive com 
mittee met with chairmen of the other 
committees the evening of June 26 
to put finishing touches on = arrange 
ments Lewis T. Dobie, of Norfolk, is 


slated to be the next president. 


Donaldson Praises 
Advisory Boards 


HIS TALK IN NEW HAMPSHIRE 
Pennsylvania Plan May Not Be Per- 
fection, But Yet 


Devised, He Says 


is Best 


Thomas B. Donaldson, former Com 
missioner of Pennsylvania, and now in 
the reinsurance business in Newark, 
discussed agents’ qualification laws in 
a talk before New England agents this 
week. A large part of his interesting 
talk was devoted to discussing the Ad 
visory Board system in Pennsylvania, 
illustrating how it drives out of the in 
surance business the unfit. He con 
cluded as follows: 

“The Pennsylvania plan is by no 
means anything near perfection, but if 
certainly is practical. It has broadened 
the viewpoints of the full-time agent 
und broker, aided home offices in void 
ing the agonies of indecision and reck 
lessness in applying for licenses, aided 
the Insurance Department inestimably, 
been of outright instruction to the old- 


timers who examine the applicants, 
stirred-up an interest in new and ad- 
vanced lines of coverage, and by the 


very dominant atmosphere of restric- 
tion has conveyed to the prospects that 
a state license bearing the seal of ‘the 
Commonwealth cannot be gotten merely 
by a payment of a statutory fee. Above 


all, there has developed a remarkable 
spirit of unselfishness in the ideals and 
work of the Board members; and that 
alone is the cherished goal because. it 


means real service to the public. 

“In the smaller states, the easier the 
consummation of a similar plan. In the 
very large states, the more difficulty. 
Whatever has been done in Pennsyl 
vania has been the result of faith, hard 
work and the creating of the plan and 


the urging--strange to say—-of the In 
surance Department. And another 
little attribute was in evidence—cour 
age! It won the World War and _ it 
built the air-craft and it builds homes 
und raises families. If you desire that 
your state ‘elevate the insurance busi 
ness, then get busy and elevate it 
yourself; you are ‘the state.’ It isn’t 


any other person’s business to regulate 
your business. Otherwise the issuing 
of insurance licenses in your state is a 
mail-order plan. For instance: ‘En 
closed find $2. I’m tired of being a 
butcher. [T want to sell” insurance,’ 
which is 


analogous to the yarn about 
the advertising dentist who received a 
letter: ‘Dear Sir: My mouth is 4 


inches deep, 3 inches wide, 2 inches 











A, R. MONROE, President 








Chartered 1811 


NEWARK 


FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$4,237,718 


SURPLUS TO POLICY HOLDERS 
$1,520,346 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


: 





FARQUHAR, Vice-President & Secretary 











high. Send nice 
teeth.’ 
“Vou 


fair and 


me ia 


and [, if we have a 
practicable plan, can 
ders if we only try, and 
And if we think of the 
neighbors, whether such 
next door or in Calcutta,’ 


set of 


keep at 
rights of 
neighbors are 


false 


sensible, 


do won- 
it! 
our 


CONFERENCE PROGRESS 


New England Agents’ Representative 
Tells What Has Been Done in 
Discussions With Exchange 


At the New Knugtand meeting of the 


associations in Ma 


ivan KE. 


agents’ 
this week 


plewood 


Lank, of Waterville, 


Me., chairman of the New Ingland Ad 
visory Board, told the agents of 
progress being made in conferences 
with the New England Insurance Ex 
change. He said in part: 

“The first conference considered 
perhaps a score of matters, most 
of them of local interest. These 
were very readily and satisfactorily 
disposed of. with the exception of 
two questions On the question of 
an automobiie permit charge, it was 
readily agreed by the Exchange and 
\dvisory Board that it was desirable 


to ahotish it, but 
governed by the 


beng a 
‘ . 
KMastern 


MORE THAN A CENTURY OF SERVICE 


RALPH B. IVES, President 


Fire 

Marine 
Automobile 
Tornado 
Rent 

Rental Value 


Leasehold 
Ie aeite: 


Registered Mail 
Parcel Post 


Use and Occupancy 


Sprinkler Leakage 


Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 


Losses Paid over $223,000,000 


AGENTS AT ALL IMPORTANT POINTS 





Union 


question 
rules 


i 


it was necessary to submit it to that 
organization. This has been done and 
action by that body is pending. 


“The second question was that of 
unformity of forms. In view of the 
many points brought wp and the time 


needed to consider them. it 
that Mr. Goddard and Mr. 
secretary and assistant 
the Kxchange with a subcommittee of 
the Advisory Board should meet and 
take up all questions reating to forms 
and submit their recommendations. 
“The committee on forms mat al the 
Exchange, rooms on November 16, and 
devoted several hours to questions re 
lating to forms. It was impossible to 
complete the work at a single meeting 
and a subsequent meeting was. ar 
ranged. Owing to sickness of Mr. God- 
dard and in his family, the removal of 
the Exchange quarters and various 
other reasons it was found practicable 
to get this Gommittee together again 
during the winter or spring. It has been 
arranged to resume the work in Septem- 
ber and push through all matters sub 
mitted for considerat‘on. In ordew that 
the work may be more readily handled 
it has been agreed that the personnel 
of this committee shall remain the 
same until the work shall be com 
pleted. This Committee on the part ol 
the Advisory Board consists of If. A. 
Mield of Vermont, E. J. Cole of Massa 
chusetts, J. W. Cook of Rhode Island, 


was agreed 
Sweetland, 
secretary of 


C. EF. MeNeil of Connecticut, TT. C. 
White of Maine, W. S. Shaw and 1. F. 
Liang, seeretary and chairman of the 


Board. New Hampshire is not repre 
sented on this committee, that state 
being outside Exchange territory. At 
the November meeting Louis C. Mer 
ri’, our late brothor, was present by 
invitation and aided much in the work 
of that meeting.” 


CAMDEN TO INCREASE FUNDS 

A meeting of the stockholders of the 
Camden Fire Insurance Association will 
be held on Thursday, July 12, to act 
upon a recommendation of the board of 
directors that the capital stock of the 
company be increased from $1,250,000 
to $1,500,000 and that $250,000 be added 


to the surplus by the issue of 50,000 
shares of new stock of a par value of 
$5 a share to be sold at $10 a share. 
At the close of last year the Camden 


had a $1,590,120 net surplus. The com- 
pany has been in operation for cighty- 
two years. 


NEW HARTFORD SPECIAL 


John Kk Groesbeck has beon ad 
pointed special agent for Contral and 
Western Massechnsetts by the Hart- 
ford. He has been identified with the 
Hartford organization since 1892. For 


the past fifteen years he has been ex 
aminer for New England, 


June 
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AN INTERESTING OPPORTUNITY - 214th YEAR 
SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANOH: 


55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 


PAOCIFIO DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 
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ne an’ | Bennett’s Talk To Hobbs to Resign — Insurance Specialists 























on 6 “STRONG AS THE STRONGEST”’ 
that of New England Agents As Commissioner 
tng -" — The Northern Assurance Co. Suburban Head Agent 
time PUBLIC PAYS AGENCY WASTE TO JOIN NATIONAL COUNCIL Springfield 
bah. —— panes (LTD., OF LONDON) pringfie 
oa Quotes Men in Business and Depart- On Compensation Insurance as Repre- Organized 163 F. & M. Insurance Co. 
ttee of ments to Show Multiple Agency sentative of Commissioners; Entered United States 1854 
et and and Annex Views Career in Massachusetts 55 JOHN STREET 468 JOHN STREET 
' forms esneie - Losses Paid - - - $130,000,000 New York City, N. ¥ 
oe Walter H. Bennett, in his talk before Clarence W. Hobbs, the popular and Losses Paid in U. S. $50,000,000 as a 
+ , a | the New England Agents Associations likewise learned insurance  commis- Eastern and Southern Departments Telephone 6784 John 
dlls : * sae a .. te. sioner of Massachusetts, will shortly NEW YORK Cl 
mis re & this week at Maplewood, took as his 





resign that office to become the tnsur- 
ance Commiss‘oners’ representative of 


ible to 
leeling 





subject, “The Virtue of Reciprocity.” 










































































» He discussed raultiple agencies and the National Council on Compensation | = ” 
AS ar 7 a . . ‘ abl 7 j 
r God annexes, One paragraph of his talk fol Insurance. The exact date for his ' Sobrinos de Ezquiaga 
. God- : ? : 
val of lows: resignat‘on and acceptance of tho of Established 1821 THE H A NOVER 
re 4 ‘ : , . ice i vili Carry wi it a salary 
hese “The general practice of mut plied $17 as manera . = ‘cs nar vein aor Se accep il 
ticable company representation in the same woot ‘While , Commisston r Hobbs in the Islands “ft NY 
again J territory tends to add constantly to the wo a jonk * jtant te onufiretne . , FIRE INSURANCE COMPA 
sheen — agency force, men who are incompe the ounaaia aie siasuiade ot Gtodiand of Porto Rico and Santo-Domingo Continuously in business since 1852. 
. »m. . sea oe - " ——- = ae > > o peri , 7] N ‘ 
ingen : . technic et gp Boe os New York early this week stlated that First-Class Companies The real strength of an insurance com- 
a) a Zain COMM /SSIONS a oO if oo — * - 1 t man- 
é he ‘ “aCeIVE » te advices hat x pany is in the conservatism of its a 
w that the fire loss which the public must in - ; a : “he “te a _ , icles IRE, MARES, Sonne t0GntaT agement, and the management of THE 
undled HB the end pay. Whether this Itimied :, obbs had accepted. Q ° : HANOVER is an absolute assurance of 
pay. rether lis multipl Sincs his appomtment as Massachu FLOATER, MAIL PACKAGE, the security of its policy. 
sonnel representat on in the same territory setts éonimnisstoner in An met. 1919 USE AND OCCUPANCY : 
n the | attaches itself to insurance companies Commissioner Hobbs has “ae held in Principal a R. EMORY WARFIELD President 
com or to annexes. the business “s robbed of nee a ened) oe 17 Allen Stree ° FRED. A. BoEsARD, Vice-President 
a - o : ; the highest regard by his fellow com SAN JUAN, PORTO RIC CHARLES W. HIGLE Vice: — 
art of amore vital factor—reliable, conscien missioners. His experience ag a law: BEST POLICIES LOWEST RATES B. S. JARVIS, Secre 
Ir. A. tious and efficient company represonta- va. ang eapectally an expert on pec WILLIAM MORRISON, st 4 Sec’y 
Viassa tion. The practice tends to remove — * eg ae cate eee : 
f ke : ‘ aera vensation lines has wor ch es a 
land, § loyalty and denies the sufficiency of ere ger Rowannceeae tne HARRY C. FRY, President eee 
T. C. every agent thus appo’nted, raising as peal ‘ sia ae ie JOH * URicht Se H Bld 34 Pi St 
. : — Uh! > Richmond Convention a committe2 of c’y, anover g., Ine . 
1 I. BK & to all a question of incompetency.’ three was appointed to select a com : A. HETRICK, Treasurer 
f the Mr. Bennett also quoted a number of pidaieleaa ia i cmaaiien Pr Nationa’ BROS. & CO. I NEW YORK 
repre i associations, including the Insurane? Council, Those on the comm’ttee were LOGUE ° + inc, HOWIE & CAIN, Inc., Gen. Agents 
state Commissioners, relative to the annex Superintendent Stoddard of New York INSURANCE Metropolitan District 
At question. Continuing he said: ed pr Mages rhs whang 9 WILLIAM STREET, NEW YORK 
Nhat ” ne ee oe - , Colonel Button of Virginia and Com 3077 FOURTH AVENUE PITTSBURGH . 
“Perhap a word the greatest benefit: ane gaj ie ? 4 
nt by iivaiewe i a piper “a he Haviveil from. re m° yagi H bs. ae ; . 4 x ———— 
work tiring the present annexes would he an ultimate Asam mbei of the National Counc ee 
return to the condition that «existed eee to on Compensation Insurance Mr. Hobbs 
the creation of them, which was the sole or will represent the pubtie’s interest in s j Fo l C 
limites ency basis of comp epresentatio . 7 eS cba gee 
DS ar a . je m f comps ca poets l gtr - the making of workmen’s compensation Nationa ire nsurance ompany 
Sp - be valuable business franchise and the company rates. He is familar with ali angles OF HARTFORD, CONN. 
: be . oe ge a, _FERReseuea ity e: —— of the subject and ‘sg the logical man ‘ 
onalhtly Ss « on of company representation » ® : 
ae MEME elon tumea to te Weavtt of the pebth for the commissioners to have chosen. Statement, January 1, 1923 
ird of _interesting also is the question of bank He will become automat cally chair- CI I I ihre a Tainedatadziventitsisxiaiccnges $ 2,000,000.00 
f the gg ee eee ee man of several important committees RESERVE FOR ALL LIABILITIEG.............ccecscseceess 19,525,218.56 
50,000 velop the principle that the coercive power of Cf the Council. Arthur E. Linnell, SN I ibid Seine sepia ridtcvessidiusckensenaabovan 8,350,064.24 
dded credit lodged in a money lending institution is first deputy and now acting commis CONTINGENT RESERVE FUND...cccccccccccccccccecavcececs 500,000.00 
1 2 unfair competition There is only one test to fi -” avy anccci — 
00,000 apply when considering the usefulness of any Omer, may succerd Mr. Hobbs. MOE cecinsactcdtp iste le cli cis neod ticmeaars ote 30, 375,282.80 
ne of ape Bila the insurance business—does it ae TOTAL SURPLUS TO POLICYHOLDERSG...........+++ aaaan 10,850,064.24 
le public interest Under this test we have 
har? condemned the appointment of officials and em organization operating throughout the middle H. A. Smith, President S. T. Maxwell, Secretary R. M. Anderson, Asst. Sec’ y 
mden Ployes of banks. financial concerns, mortgag vest, has recognized such necessity and ha F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary F. B. Seymour, Treasurer 
com: and loaning institutions, as agents of insm endeavored to create a tribunal Soe Pp G. F. Cowee. Asst. Secretary 
ince companies. Man companies are co-opet conference and co-operation, local board rules . 
ghty- ating with he Nati Aes Yc aect mm in this might be made ban “aa upon Union — — Se — — — _____HHH—___— 
Principle in the belief that such a condition would tens ——————————————— 
“We are encouraged in the belief that man toward better practices. Only three weeks age en as 
companies wree with us in thi principle and irilit vas given to this idea in the City of 
Ae a a SHEVLIN AGENCY, I 
ap Ganintiiedts hire the: aiide. ianeeedd i pie of The Union and the Western Insurance Bu * nc. 
an = a a thereby a r ww ao fc a Aine 1 Brg at o a GENERAL AGENTS New York, N Y 
lart Mhica)-63 — — a }y te . . mcd: : pape baalae . en ~ - i. co a 110 William Street . ° ° 
. i¢ ces in 1¢ wWSsiNness can ¢ " or ater le o ) r om o be ymndineg proves - | 
the maintaine 1 and promoted throug h the operation both companies and agents. This forward. stey FIRE & AUTOMOBILE INSURANCE & SURETY BONDS | 
For of local boards in communities where the need in line with the policy of the National Asso 

















for such organizations is ven ciation is a definite demonstration of the pos Excellent Facilities for Handling Suburban Business Phone Beekman 7938 | 
1 ex- “Neither are we alone in this belief. sibilities of conference and co-operation be- es — 
The (Western) Union, a strong company tween companies and agents.” 
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Vy HARTFORD FIRE INSURANCE CoO. 
: EP es HARTFORD, CONN. 
/ /, The Hartford Fire Insurance Co. and the Hartford Accident & Indemnity Co. 


write practically every form of insurance except life. 


wt Eastern Department and Southern Department 
.* Le: Home Office W. R. PRESCOTT, Gen'l Agent 
HARTFORD FIRE INSURANCE CO. Trust Co. of Georgia Bldg. 
} \ f Hartford, Connecticut 


ATLANTA, GA. 








Another flaming monument to Carelessness 
Mass. 
—and another good reason for Onp 
1 C1 Pre: 
buying Hartford Policies Pre 
ance 
opene 
morni 
and : 

I 
As thin clouds of smoke curl able fires that the Hartford _ 
upward above’ smouldering Fire Insurance Company is ie 
ruins, so has our national fire devoting its services. cod 
om 
i sae loss been mounting steadily With this added feature, Hart- ie 
on a policy o ; mor 
ieee akin of for years. In 1922 this loss ford agents can assure prop- » 
; Certainty that stands reached the appalling total of erty owners that they not only _ 
f thi. [ | 
oa at a ete $410,889,350. have the assurance that the bald 
security that are not money invested in property - 
written as a part of More than three-fourths of has been safeguarded, but that st 
the policy contract. this huge loss could have been every possible precaution has com 
yu 
prevented. It is toward get- been taken to preserve the mas 
ting rid of just such prevent- property itself. 


Pacific Department 


DIXWELL HEWITT, Gen’! Agent 
Hartford Bldg., San Francisco, Cal. 






4 ‘ ull e [ | | Western Denortment 


A. G. DUGAN, Gen’! Agent 
39 So. La Salle St., Chicago, III. 
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BJ. Cole Leads In 
Condemning Annexes 


LOWER MORALE OF AGENCIES 


Mass. President Offers Resolution 
Opposing Continuance of Under- 
writers’ Agencies 


President Edwin J. Cole of the 
Massachusetts Association of  Insur- 
ance Agents, of Fall River, Mass., 
opened the discussion Wednesday 
morning on “Underwriters’ Agencies 
and Annexes,” with the following: 

| believe that the underwriters’ 
agency, Whatever name it may bear, 
which had its origin with an existing 
company and is conducted as an anticx 
or underwriters’ agency of that com 
pany, has seriously hurt the insurance 
business; and on account of the mush- 
rom growth of this evil, it has de- 
cdedly lowered the standard of agency 
morale. 

Besides, there is another’ very 
serious and *mportant phase of the 
situation. The underwriters’ agency 
has for the protection of its policy- 
holders the capital stock and resour- 
ces of the parent company—nothing 
more. Is it not camouflaging the public 
by tolerating the continuance of this 
system ? Underwriters’ agencies in- 
crease the labilities of the parent 
company, and the on‘y help to carry the 
burden is the profit on business they 
may develop. 

We would not for one moment 
forget our obiigation for service which 
we owe to the companies. They pro 
vide the steam which moves the ma- 
chinery. Neither can move without 
the other nd only by both forces 
working together, can the best produce 
be Obtained. In this spirit and with 
ths purpose, I ask the convention to 
adopt the following: 

We, members of the State Assccia- 
tions of Insurance Agents of Massa 
chusetts, Connecticut, New Hampshire, 
Maine, Vermont and Rhode Island “ 
Convention assembled at Maplewood, 
New Hampshire, this twenty-seventh 
day of June, 19238, adopt the following 
resolution : 

Be It Resolved: That this Conven 
tion endorse the resolution, adopted py 
the National Convention of Insurance 
Comm‘ssioners at its last annual mid- 
year session, reading «as foliows: 
“That this Convention declares itself 
4s opposed to the formation or 72cn 
tinuance in business of Underwriters’ 
Agencies or Annexes, and that this 
Convention further recommends that 
legislation be enacted in all states, 
Which will prevent the further #xis- 
tence of all such Underwriters’ Agen 
cies or Annexes.” 





RAPS AUTO DEALERS 
New England Convention Frames Reso- 
lution Calling on Companies 
To End Evil 


The following resolution on “Compe- 
tition of Automobile Dealers” was 
presented by James W. Cook, president 
of the Rhode Island Association of In- 
surance Agents, who opened the discus- 
sion of that topic at the Wednesday 
morning session: 

Whereas, The competition on the 
bart of automobile dealers is unfair to 
the regularly established fire and cas- 
ualty agents, and. not in harmony with 
the American Agency System, and 

Whereas, The appointment of such 
dealers as either agents or brokers is 
a dangerous departure from the princi- 
bles advocated both by the National As- 
Sociation of Insurance Agents and the 
Insurance Companies co-operating with 
US; therefore 

Be It Resolved, That the members in 
attendance upon this New England Con- 
vention are unanimously opposed to the 
Continuance of this growing evil and 
call upon co-operating companies, both 
fire and casualty, to terminate all such 
Telations at earliest possible moment, 





ARTHUR J. MIDDLETON 


124 E. GENESEE ST. 
SYRACUSE, N.Y. - 


SPECIAL AGENT 
NEW YORK STATE 








S the Annex system sound? To the 
minds of thinking insurance men 
the answer is emphatically, “No!” 


Unnecessary “Annex” competition 
in a limited zone cuts deeply into the 
agent’s legitimate profits and through 
the whole agency system lessens the 
efficiency of service to the public. 


This company refuses to tempo- 
rize with conflicting principles. It is 
committed to a policy--“No Annexes.’ 


ENTIRAL 
FIRE INSURANCE 


COMI! PANY 
BALTIMORE 


Joun P. Lauper, Pres, Cras. H. KopPpgELMAN, V. Pres. Cuas. H. Roroson, Ja., Secy 





SURPLUS TO POLICY HOLDERS $1,640,758.05 


Report by Insurance Department of Maryland, for 1922. 


“‘The Company adjusts and settles its losses 
promptly and with justness and fairness. o 
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HERBERT M. BENJAMIN 


205 WALNUT PLACE 


PENNSYLVANIA PHILADELPHIA, PA. 











BENNETT ANSWERS HICKS 

(Continued from page 21) 
full and complete consideration by the com- 
panies. If they are for the good of the busi 
ness they should be inaugurated by the com- 
panies rather than made mandatory by the 
Commissioners ; if they are not wholesome, the 
Commissioners have a right to know why they 
are not.” 

Int. 12. Do you believe that any set of well 
meaning state officials, none of whom have any 
practical knowledge of or experience in the 
technicalities of the insurance business, are suf- 
ficiently skilled to write out a set of rules or 
draw a prescription which will be likely to 
ameliorate or cure any of the so-called mana- 
gerial disorders that some believe afflict it? 

Ans. Yes, through study, conference and co- 
operation, 

Int. 13. If they have the ability to do so, 
have they the right to compel its acceptance? 

Ans. If the work is the result of conference 
and co-operation, no compelling force is neces 
sary. 

Int. 14. Do those agents who are encourag- 
ing some of the Insurance Commissioners and 
trying to direct their course along certain lines 
realize the dangers they are courting? 

“Ans. We know of no agents “who are en- 
couraging some of the Insurance Commissioners 
and trying to direct their course.” 

Int. 15. Is there not danger that such a 
policy may be construed by the companies as 
an attempted combination against their interests? 

Ans. Covered in reply to 14. We know of 
no attempted combination against company in- 
terests, 


Limitation of Agencies 


Int. 16. Do you believe there is any legal 
justification for a limitation of agents by legis- 
lation or by the edict of, or exercise of authority 
by Insurance Commissioners? If so, what? 

Ans. A question as to whether a law is legal 
hardly permits of other than an affirmative an- 
swer. But as answered in Interrogatory 9, the 
preferable way for a limitation of agents is 
through conferences between agents and com- 
panies. To a considerable degree limitation of 
agents will result from a practical application 
ot our suggested agency qualification law. We 
believe legislation of this character, or the exer- 
cise of similar authority by Insurance Commis- 
sioners where so vested, has complete justifica- 
tion. 

Int. 17, If, as is claimed by some, there are 
too many agents and too many that are incom- 
petent, will not this condition be corrected by 
the inexorable law of the survival of the 
fittest? 

Ans, No. One hundred years of experience 
have not so proven, 

Int. 18. What company or companies have 
pledged themselves not to appoint banks as 
agents if their or the public’s interests will be 
better served thereby? 

Ans. Any company pledging itself not to 
make such appointments if “the public interests 
will be better served thereby” would stultify 
itself, The National Association believes that 
the coercive power of credit lodged in a money 
lending institution is unfair competition. There 
is only one test to apply when considering the 
usefulness of any practice in the insurance busi- 
ness—does it serve the public interest? Under 
this test we have deplored the appointment of 
officials and employees of banks, financial con- 
cerns, mortgage and loaning institutions, as 
agents of insurance companies. Many com- 
panies are co-operating with the National Asso- 
ciation in this principle, although no pledges 
have been asked, 

Int. 19. There has been much talk of the 
classification of companies. How would you 
al rive at an equitable general classification, and, 
—_— made it, how would you put it in prac- 
tice 

Ans. The National Association in conven 
tion assembled at Chattanooga, March, 1922, 
unanimously approved the report of the Execu 
tive Committee, which said: 

“We believe the time has come when local 
agents, members of the National Association of 
Insurance Agents, should carefully classify the 
companies they represent not only by their 
service to the agency but by their attitude toward 
the American Agency System and the evils, 
largely the consequence of excessive competition, 
which threaten its destruction. In this connec- 
tion we make particular reference to the fol- 
lowing points which we feel are vital to our 
interests and furnish the basis for a key to a 
proper classification of companies. 

“Outlaws.—Companies writing largely through 
brokers and without reference to the interests 
of local agents. 

“‘Non-Boarders.—Companies making it a prac- 
tice to encourage demoralization by operating 
outside local boards at various points, 

“Direct Writing —Companies writing insur- 
ance individually or through pools and associa- 
tions and not recognizing the right of local 
agents to receive a commission on all trans- 
actions. 

“Banks and Trust Companies.—Companies 
sacrificing legitimate agency interests for the 
temporary gain to be secured through the ap- 
pointment of this class of agents. 

“Multiple Agencies.—Companies aiding in the 
development a hostile public sentiment by un- 
bridled appointment or non-qualified agents.” 

Int. 20. As a cardinal sin, in what respect 
does the greed of a company for premiums dif 
fer from the greed of an agent for business? 

Ans. Where such greed results in unethical 
practices, there is no difference. Legitimate 
business expansion either on the part of a com 
pany or an agent is commendable . 

Very truly yours, 
(Signed) » Opt H. Bennett, 
Secretary-Treasurer. 


More than 5,000 persons are killed 
and 60,000 injured each year as a re- 
sult of fires; 6,000 drown, 
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English Companies 
Made to Pay Dollars 


STIPULATED _ IN 

Attempt to Settle in Depreciated Cur- 

rency Balked; Court Upholds 
Written Agreement 





SO POLICIES 








Another international insurance case 


involving the question whether a 
policy that, named both dollars and 
pounds sterling should be paid in 
English or American money has 
been decided in favor of the as- 
sureds here by the United! States 


Circuit Court of Appeals in Baltimore 
recently. The litigation involved a 
marine insurance policy on a barge 
called the “Detroit,” the compan es 
issuing the insurance being the Marine, 
the Indemnity Mutual Marine, the 
Century and the Employers Liabil ty, 
all English companies. Suit was 
started against these companies by the 
receiver for the West India Sugar Cor- 
poration to recovar the amount of the 
polic.es in dollars, as the contracts 
read “all claims hereunder to be settled 
at $4.75 to the pound.” 

Holding that the polices in the cases 
are “essential to be governed by Ameri- 
can law, and not. by the laws of Great 
Britain, and that the underwriters are 
liable for the full amount of each poiicy 
in dollars” the court gave a verdict 
tov the assureds. 

The decision, in part, says: 

Likewise on the margms of the poli- 
cies, there appeared the amount of the 
policy in pounds and dollars. 

These policies were preceded by a 
cover policy, issued by a broker in 
London to a broker in New York, which 
in the margin set out the names of the 
companies, including one not here 
libeled, and the amount that each one 
should assume, the total being “£3,750 
or $17,812,” also the following: “Ex- 
$4.75 to £.” 

The premiums were 15% and were 
paid in poundg at the rate ofi exchange 


of $4.77 to the pound sterling. The 
original policies remained in the 
possession of the London broker. 


On the 27th day of Apr‘, 1919, the 
barge “Detroit” was sunk as the re 
sult of a collision in the South Pass of 
the Mississippi River and became a 
total loss. Later these facts and the 
fact of the liability, were admitted by 
the underwriters, and they severally 
paid to the London broker the amount 
of the polices in pounds, and this 
broker attempted to pay to the ownar 
this number of pounds at the rate of 
$3.37 to the pound sterling 

The owner refused to accept this 
proffer of payment and filed the libels 
against the underwriters for the 
amount of each posicy, at the rate of 
exchange of four dollars and seventy- 
five cents for each pound sterling as 
set out in the respective policies. 

In each case judgment was rendered 
in the District Court for the owner 
against the underwrtter, and these ap- 
peals were taken therefrom, and all 
the cases were here submitted as one. 

Under this state of facts, the ques- 
tion here to be decided is, was the 
owner to be indemnified under these 
policies, in the case of a total loss in 
dollars, or was he to be indemnified in 
pounds sterling? 

Dollar or Pound Policies? 


In other words, 
dollar policies or 
policies? 

Are these policies to be construed 
under the laws of Great Britain or 
under the laws of the United States? 

The policies show plainly that the 
subject matter insured was valued in 
doliiars, that it was American property, 


are these policies 
lare they pound 


that its trading space was lmited to 
waters adjacent to the United States, 
that the hour of the attachment and the 
ending of the risk was to be calculated 
“according to New York time, and that 
payment in the case of a loss there- 
under, was to be made to an American 
Trust Company, in an American city. 

It is admitted that owing to the 
fluctuations of &xchange, most all poli- 
cies issued by British companies on 
American vessels and cargoes in 
Amer.can waters since October, 1920, 
have been in pain terms, dollars poli- 
cies, 

Until some time after the outbreak 
of the world war, marine poicies 
issued by British underwriters were 
pound policies and nothing else. That is 
to say, they promised, in) the event of 
loss, to pay in pounds sterling. Every- 
body was then satisfied with that un- 
dertaking. For many decades prior to 
1914, there had been no more stable 
measure of value. When the loss oc 
curred, the liability was ascertained 
in pounds, turned into the currency of 
the forum, if suit had been brought 
upon the policies in a country other 
than Great. Britain, as of whatever 
date the trial tribunal held the con- 
vers on should be made. Then the 
great catastrophe came, and the value 
ot the pound to other peoples was one 
of the many things that changed this. 
American ship and cargo Owners were 
no longer content with the promise to 
pay pounds, They wanted to know, if a 
loss happened, how many dollars pounds 
would mean to them, for there ware 
many indications that dollars would 
be worth more and pounds less than 
for more than a century had been the 
case. 


How Dollar Policies Originated 

In consequence of this attitude, the 
British marine underwritars began to 
insert in their polices on American 
property, a statement that ail claims 
would be settled as so many dollars 
and cents to the ‘pound, the ratio 
named apparently being that or about 
that of the rate of exchange prevailing 
at the time the policy was written, and 
the premium paid. In this case, the 
phrase was all claims “tio be settled at 
$4.75 to the pound” or something of 
that import. 

In the contemplat‘on of the parties 
to the policies therefore, it must have 
been foreseen that, if there was a loss 
it would be a loss of an American vas- 
sel, either within the territorial waters 
of the United States (as actually 
happened) or in water closely adjacent 


thereto. The loss would be one in 
dollars and would be \payable to an 
American corporation, located in an 


American aity. 


Under this state of facts, we hold 
that the,terms of the policies must be 
construed by the laws of the United 
States and not by the laws of Great 
Britain, if they differ in any particular. 
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Regulating Autos 
When Not in Motion 


KEEPING TRAFFIC UNHAMPERED 





Capacity of Roads Given as Saturation 
Point for Sale of Cars; Insur- 
ance Problem 





By John Ihlder, Manager Civic 
Development Department, Cham- 


ber of Commerce of the U. S. 

A few years ago automobile sales- 
men talked about the saturation point 
in terms of the public’s buying power. 
They calculated the possible number 
of automobiles in a state by the num- 
ber of families with a certain income. 
Today such figures, except as applied to 
the rural population, are going into the 
discard. The saturation point for auto- 
mobiles is coming to be the incapacity 
of streets not only in cities, but even 
in towns and villages, to hold more 
cars, H j id 

We have suddenly awakened to the 
fact that the interesting game of regu- 
lating traffic, while the more dramatic 
is not the more important part of our 
problem after all. The more important 
part is to find out what to do with 
automobiles, not when they are mov- 
ing, but when they are standing still. 
Until some inventive genius invents a 
collapsible car that can be folded up 
and put into the hall closet or a corner 
of the office this question of what to 
do with an automobile when it is not 
in use is going to cause more and more 
concern to manufacturers and salesmen 
and to would-be owners than ever has 
been caused by justices of the peace 
with a keen eye for local revenues. 

Of course we have been making ten- 
tative and superficial efforts to answer 
this question for some time, but with 
results so unsatisfactory that in the 
largest cities car owners have given up 
the attempt to drive to their offices 
near the center and even in moderate 
sized towns the merchants, the police 
and the car owning public are most 
dissatisfied with these results and with 
each other. ; 

So recent is our realization of this 
problem that there are regulatory au- 
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thorities who still approach it from the 
point of view that the automobile own. 
er is more or less of a nuisance who 
should be thankful for whatever facil- 
ities are grudgingly granted him, and 
some traffic experts who maintain that 
inasmuch as two or three riders in an 
automobile take up more space in a 
city street than do several times that 
number in trolley cars or subway trains, 
therefore the answer is to limit more 
and more strictly the use of automobiles 
in downtown areas, perhaps confining 
it to taxicabs which, being more con- 
stantly in use, serve a greater number 
of passengers and call for only a frae- 
tion of the parking space. 

Of course such a solution as this js 


no solution, but is rather a method of | 


intensifying conditions that make for 
further overcrowding of our already 
overcrowded business and apartment 
house areas. The means immediately 
available for dealing with the standing 
automobile are limited and, are largely 
in the nature of more or less unsatis- 
factory expedients. The first requisite 
is to approach the problem from the 
point of view that the automobile, pas- 
senger car as well as delivery truck, 
is a necessity of modern life and that 
our purpose is to facilitate its use. 
The degree in which various expedients 
may be used will vary in different 
cities and towns according to local con- 
ditions. There are, however, some gen- 
eralizations which may be used as 
guides. 

First, the streets are designed pri- 
marily for transit. Consequently they 
must be kept free from standing vehi- 
cles to the extent necessary for an even, 
uninterrupted flow of traffic. 

Second, the entrances to hotels, of- 
fice buildings, large stores and other 
buildings in which there is a great 
amount of coming and going must be 
kept accessible. 

Third, so far as is consistent with 
the foregoing, car owners should be 
permitted to park their cars on the pub- 
lic streets or other public space in 
front of or close to their destination 
and leave the cars there all day if they 
so desire. The third generalization is, 
of course, an ideal and as with ideals 
can be only more or less approximated. 





W. L. LOWN WITH THE HOME 

W. L. Lown, known for several years 
in the local marine insurance district 
as an underwriter for the Merchants & 
Shippers and during the tast couple 
of years as an independent appraiser of 
damaged cargoes, has been appointed 
special agent by the Home in charge 
of the development of marine insurance 
in the middle-western states with 
headquarters in Chicago. He will work 
under the direction of H. G. Buswell. 
The opening of the Chicago department 
is in line with the company’s neW 
policy of branch offices at strategic 
points throughout the country. 





ADDRESS. AUTO LUNCH CLUB 

Colonel William B. Burpee, president 
of the National Automobile Under 
writers Conference, and George B. 
Muldaur, general agent of the Under 
writers Laboratories, were the speakers 
at the closing meeting last Thursday ‘at 
the Drug & Chemical Club for the sea 
son of the Automobile Lunch Club. 
Edmund Bly, head of the club, pre 
sided. There were about tw2nty-five 
members present. 
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Chubb’s Views on Hull 
Underwriting Here 


HOW SYNDICATES SAVED MONEY 








Refusal to Take Lines at Ridiculously 
Low Rates Proved Wise; Thinks 
Improvement is Coming 





Hendon Chubb, chairman of the un- 
derwriting committee of the American 
Marine Insurance Syndicates, in mak- 
ing a verbal report at the annual meet- 
ing of the Syndicates, told of the re- 
fusal to insure many fleets that were 
offered at rates believed to be far be- 
low the right level. This hoiding out 
against temptation proved profitable, 
Mr. Chubb said, asi later events proved. 
His report, in full, follows: 

“The present situation in hull under- 
writing is indeed a very difficult one. 
It has been brought about by two fac- 
tors: the owner has been compelled, 
on account of shipping conditions in 
general, to reduce his overhead to an 
absojute minimum, while, due to the 
increase in underwriting facilities 
there has been a disposition on the 
part of some underwriters to grant re- 
ductions in rates and values in order 
to ma‘ntain or increase their premium 
income account. 

‘During the past year the Syndicates 
have endeavored to maintain an inter- 
est in all business presented on a basis 
that would allow any reasonable ex- 
pectation of profit, but due to the terms 
offered have been compelled to decline 
some fleets even though they would 
far rather have accepted a small inter- 
est in order to know definitelty the re- 
sults of same, 

“The general trend of the market 
can be appreciated by recalling the 
present terms on tank steamers. A 
well known fleet was orig ‘nally placed 
ata 5% rate; the next year it was re- 
newed at the same rate, to return 1% 
if confined to Eastport/Demerara, and, 
as the vessels always traded within 
these limits, this was im reality a tre- 
duction in rate. The fleet is now done 
at 3%% and the values under which 
the individual vessels are insured have 
besn reduced  proport‘onately. Its 
record, as far as we have been able 
to ascertain, does not warrant this 


rating. 
“While conditions are not good, 
there are some indications that they 


may shortly improve. Under the cir- 
cumstances the figures shown by the 
Syndicates are not discouraging, and I 
believe that the final result, due to the 
carrying of very full loss estimates, 
may show an improvement. We ara 
fortunate in having escaped several 
very heavy losses on fleets which we 
declined on account of their past 
record and the low terms on which they 
were offered. Had we ‘been interested 
in these our result for the past yoar 
would indeed have been a disappoint- 
ment. 

“I wish again to call the attention 
of the members to the fact that the 


Appeal is Allowed 
On the “Issaias” Case 


JUSTICE BAILHACHE REVERSED 








Court of Appeal Holds That Owner is 
Not Presumed to Connive at 
Wilful Scuttling of Ship 





If it be proved that an insured ship 
has been deliberately scuttled by the 
master, does a presumption thereupon 
arise of the connivance of the owner 
so as to place upon him the onus of 
proving his innocence in an action by 
him against the underwriters? 

No, said the English Court of Appeal 
on May 14, according to the “Post Mag- 
azine and Insurance Monitor,” in the 
case of Issaias against the Marine In- 
surance Company, Ltd. 

Such a principle would be at variance 
with the rule of law that a person al- 
leging guilt on the part of another must 
prove his allegation, and as, in the opin- 
ion of the court, the respondents in 
this case had failed to prove the owner’s 
guilt, the court allowed the owner’s ap- 
peal from the decision of Mr. Justice 
Bailhache in favor of the defendant 
underwriters. 

The plaintiff, the owner of the Greek 
steamer “Elias Issaias,’ which sank in 
mid-Atlantic on or about the 8rd of 
September, 1920, claimed £70,000 from 
the defendant company as insurers of 
the steamer. On the 1st of September 
the vessel was found in distress by an 
English steamer, the “Tuscarora.” She 
was then lying with her engines not 
working. The master of the ‘“Tusca- 
rora” took the Greek steamer in tow. 
The Greek captain was left on board, 
but afterwards he signalled that he 
wanted to be taken off, and the Greek 
steamer was deserted. .- 

The captain of the “Tuscarora” then 
sent his mate and two engineers back 
to the Greek steamer, and their evi- 
dence was that, when they went on 
board, they found that there was a large 
quantity of water in her which had 
come in since they were on board be- 
fore, and they said that they found a 
pipe disconnected and valves open. 
Mr. Justice Bailhache came to the con- 
ciusion that the Greek master had de- 
liberately scuttled the ship, the proxi- 
mate and effective cause of the sinking 
being the letting in of water by the 
Greek captain and engineer; and he 
also found, by inference from certain 
suspicious facts, that the scuttling oc- 
curred with the knowledge and consent 
of the owner. 

The Master of the Rolls said that he 
accepted the findings of fact of Mr. 
Justice Bailhache as to the sinking of 
the steamer. To say, however, that she 
was scuttled with the knowledge and 


rate meetings are open to all sub- 
scribers and their presence and help 
during this crétical period would be 
appreciated.” 
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FOREIGN—AUTOMOBILE INSURANCE | 


Complete automobile insurance for persons tak- 
ing cars abroad. English policies written, unlim- 
ited in amount, covering British Isles and Conti- 
nental Europe at English rates. 


The Ocean Accident & Guarantee Corp., Ltd. 
114 Fifth Avenue 
New York, N. Y. 








consent of her owner was to allege a 
crime of a very serious nature, Though 
the ship was insured for £70,000, and 
et the time of her loss was worth only 
about £25,000, it was only fair to the 
plaintiff to say that she was probably 
not over-insured when the insurance 
was effected, the lower valuation being 
due to the extraordinary fall in the 
value of all shipping. The defence had 
made a good deal of transactions with 
the Bank of Athens. These had cer- 
tainly not been very straightforward on 
the plaintiff’s part; but it was a long 
step to take to infer from that that the 
owner had scuttled the ship. 

The Master of the Rolls then dis- 
cussed certain facts relied upon by the 
defence, and particufarly by a_ tela 
gram sent by the plamntiff to the 
master, informing him of the amount 


of the insurance effected as_ to 
which he (the Master of the Rolls) 
thought sufficient attention had not 


been given to the position of the mas- 
ter, as the trusted agent of the plain- 
tiff, holding his power of attorney and 
having authority to raise money on the 
steamer. On the whole he could not 
take the view of the case which was 
taken by Mr. Justice Bailhache, and he 
came to the conclusion that it was not 
proved that the scuttling was done with 
the knowledge of the plaintiff. 

The contention had been raised by 
the defendants that when once the 
scuttling had been proved there was a 
presumption of guilt, and the onus was 
on the plaintiff to prove that he was in- 
nocent. That principle seemed to be 
at variance with the rule of English 
law that a person alleging guilt on the 
part of another must prove his allega- 
tion, and there was no authority in 
support of that contention. The appeal 
must therefore be allowed, with costs. 

Lord Justices Warrington and Atkin 
delivered judgments to the same effect. 





N. B. & M. MARINE ACCOUNT 





Premiums Slightly Lower Last Year 
Than in 1921; Abnormal Delay in 
Presenting Claims 





Like many other marine-writing com- 
panies the North British & Mercantile 
last year suffered a ioss in premium in- 
come, according to the annual report on 


the company conditions submitted last 
month at the general meeting held in 
Edinburgh, Scotland. Following are 
extracts from the annual report per- 
taining to ocean marine insurance: 

In 1922 the net premiums received 
amounted to £339,543 16s 7d. In 1921 
they amounted to £358,435 5s 6d. The 
whole balance remaining on the 1921 
account at the end of 1922, viz., £51,- 
964 0s 9d., has been carried to the re- 
serve for 1921 and previous years. 

The Directors have referred more 
than once in recent years to the abnor- 
mal delay in the presentation of claims 
since 1914, the consequence of which is 
that it is no longer possible, as in pre- 
war years, to ascertain the results of 
a marine account with approximate ac- 
curacy at the end of the second years. 
Up to the year 1918 an attempt was 
made to meet this difficulty by provid- 
ing an increased amount for claims not 
then presented; but it is now found 
that the amounts so provided were not 
sufficient. The directors have there- 
fore thought it prudent to strengthen 
the reserve for such claims by trans- 
ferring £150,000 to that reserve from 
profit and loss account. For each of 
the years 1919, 1920 and 1921, the whole 
balance on ‘the account has been car- 
ried to that reserve. It is balieved that 
these latter years will ultimately show 
a profit, the amount of which cannot 
yet be finally ascertained. 





VANDERHOOF WITH BOSTON 


D. R. ‘Lecraw, manager of the ocean 
marine department in New York of the 
Boston and the Commercial Union, will 
resign his connection with the Boston 
within a few weeks according to re- 
ports that appear authentic. He is to 
be succeeded by W. B. Vanderhoof, vice- 
president of the Union Hispano, and it 
is expected that the Union Hispano will 
move to 66 Beaver Street. Mr. Lecraw 
became manager of the Boston’s marine 
department shortly after the death in 
1920 of Ward Williams. John M. Wil- 
liams, assistant manager of the Boston 
at the New York office, will retain that 
position. Mr. Vanderhoof has come 
rapidly to the fore in the marine insur- 
ance district here, and this appointment 
will greatly increase his prestige. He 
will retain his connections with the 
Union Hispano. 
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COLUMBIAN NATIONAL 
FIRE INSURANCE COMPANY 


Built on its REPUTATION of SER- 
VICE to its LOCAL AGENTS 


The sign of the COLUMBIAN NA- 
TIONAL backed by its integrity is the 
sign of good insurance 

T. A. LAWLER, General Manager 
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United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


New York State Fire Insurance Co., 
Albany, N. Y. 


British America 
Toronto 


Assurance Co., 


F. M. GUND, Mgr. Western Dept. 
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United States Underwriters’ Policy, N. Y. 


Southern Department, Atlanta, Ga. 
North Carolina Dept., Durham, No. Carolina 
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The North River Ins. Co., N. Y. 


Union Fire Ins. Co., Buffalo, N. Y. 
United States Lloyds, Inc., N. Y. 
Western Assurance Co., Toronto 


H. JUNKER, Mgr. Pacific Coast Dept. 
San Francisco, California 
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CASUALTY AND SURETY NEWS 








Burglary Trouble ; 
Now Up to Companies 


VIEWS 





STODDARD EXPRESSES 





State Insurance Department Against 
Its Advancing Rates Voluntarily 
Reduced to Level of Inadequacy 





The New York State Insurance De- 
partment has refused to permit itself 
‘o be made the medium of ordering ad- 
vances of insurance rates which the 
companies have voluntarily reduced to 
u basis claimed to be inadequate by 
those who reduced them. This is the 
vist of a statement issued last week by 
Superintendent Francis R. Stoddard, 
Jr., in which he reviewed the mercan- 
tile open stock burglary rate mix-up. 
He contended that the attempt to get 
the department to restore the rates to 
their former level on the grounds of 
their inadequacy, savored of state-made 
proposition he strongly oOp- 
posed, His statement follows: 

“On May 19, 1923, the United States 
F delity & Guaranty filed with this de- 
partment @ scheduse increasing the 
discounts for mercantile open stock 
reks protected with burglary alarm 
systems. This was followed by a 25% 
reduction in rates for this class of 
risks by the Independent Rating Bu- 
reau, representing most of the stock 
companies transacting burglary insur- 
unce bus mess in this State. This: re- 
duction applied to unprotected risks 
us well as protected. Thereupon the 
United States Fidelity & Guaranty 
adopted a similar rate of discount from 
its manual, retaining, however, its 1n- 
creased discounts for protected risks. 
This, in turn, was folowed by the In- 
dependent Rat ng Bureau, mak.ng a 
further cut from manual, the total re- 
duction being 40% from manual rates. 

Say Rates Are Inadequate 

“When these last rates were filed, the 
department found a most extraordinary 
situation. Section 141-b of the Insur- 
ance Law provides that rates shall be 
adequate and reasonable, and it is as- 
sumed that companies make their fil- 
ings in good faith with the belief at 
least that their rates conform with the 
spirit of the law. In this case, how- 
ever, the representatives both of the 
Independent Rating Bureau and the 
United States Fidelity & Guaranty have 
stated to the department that their 
rates last filed are inadequate, 

“We, therefore, have the unique sit- 
uation where the Rating Bureau has 
filed rates which it claims are inade- 
quate and asks the department to issue 
an arbitrary order requiring it to in- 
crease its rates. A mere allegation of 
inadequacy does not make a rate in- 
adequate, even though such allegation 
is made by the person filing. The law 
contemplates that action by the depart- 
ment as to a finding respecting the ade- 
quacy of a rate shall be based on legal 
evidence, which is subject to review, 
and like all other civil cases, such find- 
ings must be supported by a preponder- 
ance of credible testimony. 

“The rates filed by the companies are 
presumptively adequate and the depart- 
ment, in taking action which might in- 
crease the rates to the public, must 
act cautiously before overruling the 
judgment of the companies as expressed 
in their filings. Figures have been sub- 
mitted seeking to prove that the last 
filed rates are inadequate. These have 
been examined at length by the depart- 
ment and they do not show the inade- 
quacy of the rates with that preponder- 
ance of evidence required by the law. 

“Under these circumstances and in 
the absence of more convincing evi- 
dence on the subjec€f the department 
will not interfere with the voluntary 
action of the companies. It should not 


rates, a 


be inferred, however, from this that the 
department has approved any of these 
filings or that such filings do not in- 
volve possible violation of the law re- 
garding unfair discrimination. 

Opposes State Rate Making 

“Aside from the lack of such prepon- 
derance of credible testimony as it con- 
templated by the law, there is still an- 
other reason why the department hesi- 
tates to act. If companies in their com- 
petition with each other attempt to use 
the instrumentalities of the Insurance 
Department in this matter to increase 
their rates and compel the Insurance 
Department to analyze the experience 
data with the care and the detail which 
should have been exercised by them- 
selves, then the department itself might 
reasonably assume in the first instance 
the burden of fixing the rates—a duty 
neglected by the companies and delib- 
erately shifted to the Insurance Depart- 
ment. A continuation or repetition of 
this neglect will furnish a strong argu- 
ment for state rate-making to which | 
am strongly opposed. 

“The attention of the burglary ingsur- 
ance companies is called to the provi- 
sions of Section 141 of the Insurance 
Law, which prohibits them from deviat- 
ing from the rates filed with this de- 
partment, and which also _ prohibits 
them from discriminating unfairly be- 
tween risks of essentially the same 
hazards.” 





METROPOLITAN CASUALTY PLANS 


Are Getting Ready To Write Multiple 
Lines; Will Get Out New 
Policies Soon 





The Metropo#itan Casualty whose in- 
terests were bought several months 
ago by ‘the United States Fidelity & 
Guaranty is about ready to commence 
writing fidelity, burglary, casualty and 
surety lines. The active writing of 


these lines is expected to be com- 
menced as soon as a suitable home 
office can be found as the pres2nt 


offices at 47 Cedar Street have proved 
too timited and as soon as the new poli- 
cies of! the company are received from 
the printers. 

The company has just issued a finan- 
cial statement showing its status at 
the end of May, 1923, including 
amounts subsequently pa‘d in for ad- 
ditional capital and surplus. It is a 
general statement of the assets and 
liabilities as of that date, the lines it 
will write an1 a list of the officers and 
directors. 

Total gross assets are placed at $2,- 
286,954. The company has $750,000 in 


capital stock and a net surplus of 
$771,439. The surplus to policyholders 


totals $1,521,439 and the amount of all 
the losses pa'd to May 31 amounts to 
$8,233,227. 

The officers are: R. Howard Bland, 
president of the United States F'delity 
& Guaranty, chairman of the board; 
cugene H. Winslow, president; Robert 
A. Drysdale, vicepresident; S. William 
Burton, secretary, and Albert H. Lahy, 
assistant secretary. 

The directors are: R. Howard Bland; 
J. Kemp Bartlett attornsy-at-law, Bart- 
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Find Violations Of 
Acquisition Cost Plan 
FIVE COMPANIES ARE NAMED 


Committee of National Bureau Com- 
plains That Excess Commissions 
Are Being Paid to Brokers 








The National Bureau of Casualty & 
Surety Underwriters has sent out a cir- 
cular letter to casualty underwriters 
giving an account of the recent meeting 
and reciting a resolution of its com- 
mittee, charging that five companies 
are openly violating the acquisition 
cost limitation rules. 

The resolution charged that the com- 
panies complained of were paying ex- 
cess commissions to brokers and mak- 
ing agency appointments in violation 
of the plan for limitation of acquisition 
und field supervision adopted by the 
companies last fall and approved by 
the National Convention of Insurance 
Commissioners last December. While 
most of the company executives were 
loath to talk as to the detailed nature 
of the charges, it was intimated that 
the resolution provided for laying the 
matter before the State Superintendent 
of Insurance. 

The five companies named in the 
resolution were somewhat incensed that 
such charges were made without any 
formal investigation as to their truth 
and contended that the committee had 
simply taken Street rumors for fact. 








lett, Poe, & Claggett, of Baltimore; S. 
William Burton; Edmund J. Donegan, 
attorney at-law, New York; Robert A. 
Drysdale, banker, New York; Walter 
K. Frew, president of the Corn Ex- 
change Bank of New York; W. George 
Hynson, vice-president of the United 
States Fidelity & Guaranty; Otho E. 
Lane, president of the Niagara Fire; 
Alonzo Gore Oakley, manager of the 
New York office of! the U. S. F. & G.; 
Frederick S. Pendleton, insurance, 
Brooklyn; J. Scofield Rowe, vice-presi- 
dent of the U. S. F. & G.:; J. Louis 
Schaefer, vice president W. R. Grace 
& Co., New York; Charles O. Sew, 
vice-president of the U. S, F. & G.: W. 
W. Symington, vicepresident and 
secretary of the U. S. F. & G.; and 
Eugene H. Winslow. 
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eneral Accident 


aASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING - 4™ & WALNUT STS. 





FIRE AND LIFE 7" 


PHILADELPHIA 








Joyce Resents Others 
Using Fraud Bond 


LETTER TO SURETY ASSOCIATION 
Refuses Permission to Interfering 
Companies to Write This Form 
of Coverage 

Chairman William B. Joyce, of the 
National Surety, author of the new 
fraud bond, takes exception to other 
companies selling it and also to the 
taking of the employees of the National 
Surety who have been educated to 
handle this kind of business. Mr. 
Joyce points out that he does not ob- 
ject to other surety companies selling 
his creations, but he feels they should 
not accept the benefits of the new cov- 
crages initiated by the National Surety 
and abuse the privileges by seeking to 
alienate its employes in that depart- 
ment, and he refuses to give permis- 
sion to write the fraud bond (for which 
copyright has been requested) to those 
companies who are interfering with the 
fraud bond organization of the National 
Surety. 

In the letter of the National Surety to 
the Surety Association it is pointed out 
that Mr. Joyce has created many new 
avenues of premium income, which in 
addition to the fraud bond are the fol- 
lowing: 

The original position form of fidelity 
bond was drawn by Mr. Joyce in the 
early 90's. 

The original fidelity insurance policy. 

The original automobile bond power 
of attorney, 

The original raised instrument bond, 
which includes the increasing of the 
amount of any check, draft, note or 
other negotiable instrument. 

The original forged security bond, an 
adaptation from a foreign insurance as- 
sociation’s bond. 

The original bankers’ and brokers 
blanket bond prepared by Mr. Joyce, be- 
ing an adaptation from a foreign cov- 
erage which necessitates securing the 
consent of the Legislature of the State 
of New York, which Mr. Joyce handled 
and financed without the aid of any 
other company. 

The National Surety also put the com- 
mercial combined check alteration and 
forgery bond on the market in a man- 
ner which has resulted in a consider- 
able volume of business being written 
by many of the companies. It is esti- 
mated that by reason of National Sur- 
ety activity in all of these coverages 
the surety companies of the nation are 
receiving a premium income therefrom 
in excess of $5,000,000. 

The National Surety believes in the 
policy of offering to the public such pro- 
tection in its line as conditions require, 
and naturaily the complaint that the 
Nat‘onal makes regarding its activities 
being so beneficial to all of the compa- 
nies followed by acts of plagiarism and 
damages to the National, is the se 
quence of its position, 
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L. L. HALL MADE SECRETARY 





To Head Newly Created Department of 
National Council of Compensation 
Insurance Since Its Re-or- 
ganization 





The National Council of Compensa- 
tion Insurance has appointed L. L. Hall 
as secretary of the rating department, 
a newly created department made nec- 
essary by the recent re-organization of 
the National Council. The new depart- 
ment will have supervision over the 
administration of rates in the various 
states where local administrative bu- 
reaus are installed. 

Mr. Hall has been assistant secretary 
of the National Bureau of Casualty & 
Surety Underwriters, where his princi- 
pal duties have been the supervision 
of the branch bureaus maintained by 
that organization. Mr. Hall is an en- 
gineer by training and first became ac- 
quainted with compensation insurance 
in the capacity of an inspector. He has 
had a very wide experience covering 
both engineering and underwriting du- 
ties and has been in charge of rate ad- 
ministrative offices in several states. 
Mr. Hall will take up his new duties 
July 1. 





BONDS FROM REAL BONDERS 

The Royal Indemnity makes this com- 
ment on a new law in Pennsylvania 
relative to surety bonds. It says: 

“An important new law in the State 
of Pennsylvania sets a pace for other 
states. Under this new law state 
banks, trust companies, savings banks 
and unincorporated banks, which form- 
erly were permitted to write virtually 
any class of surety bonds, have had 
their activities very much restricted 
along that line. Such institutions in 
the future will be permitted to write 
only fiduciary bonds and to act as 
surety in court proceedings. 

“Surety men everywhere’ should 
preach the consistency of securing 
bonds from bonding companies. It ap- 
pears there have been actual cases, 
where banks lost heavily as the result 
of executing bonds—somatimes free of 
charge, to secure bank accounts from 
contractors, municipal and county of- 
ficers and other persons.” 





WITH NEWMAN & MACBAIN 

E. C. Graff, manager of the Newark 
branch of the General Accident, Fire & 
Life Assuranee Corporation, has re- 
signed to join the Newman & MacBain 
agency as manager of its newly estab- 
lished casualty department. He w'll 
join the agency July 6. Newman & 
MacBain are borough agents for the 
Commercial Casualty of Newark. 





ACCICENT MAKES SELLING TALK 
While participating in a game of golf 
last Saturday afternoon on the Rye 
Country Club Links, New York, the 
president of a large and prominent 
casualty company writing golfers lia- 
bility and accident insurance was 


struck on the head with a golf ball . 


which was badly sliced by another 
Player. The Norwich Union Indem- 
nity is using this bit of news to empha- 
size the need of the golfer for some 
form of protection. 





JOINS INDEPENDENCE 
Percy W. Archard, cashier at the 
metropolitan office of the United States 
Casualty has resigned to join the staff 
of the New York City branch office of 
the Independence Indemnity in’ a 
similar capacity. 





U. S. CASUALTY APPOINTMENT 

The United States Casualty has ap- 
Pointed Joshua L. Evans, Inc., as its 
borough agents for the Bronx. The 
agency represents the London Assur 
ance, the National Liberty and the Mu- 
tual Benefit Life. 





J. S. ROWE WAS IN TOWN 
J. Scofield Rowe, vice-president in 
charge of the casualty department of 
the United States Fidelity & Guaranty, 
Was in town last week. 








NEW 
IDEA 


is hard to find. 


But it is easy to apply an old and 
tried plan to a new situation. 


All Casualty company executives 
are familiar with REINSURANCE. 


But we have been able to show some 
Companies how to use REINSUR- 
ANCE as an important adjunct for 
building new business. 


That was as good as a new idea. 


This train of thought may lead di- 
rectly to your Automobile liability 
business. Can you write the higher 
limits, and do so with certain profit 
and without danger? If not, then 
we have a service you need and can 
make money by using. 
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Indemnity Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 


CHICAGO 
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SUIT INVOLVING OWNERSHIP 





Fidelity & Casualty Seeks Injunction 
Restraining Former Specials From 
Using Information Contained 
In Own Records 





The case of the Fidelity & Casualty 
against Joseph Mark and Frederick 
Mark, doing business as Frederick Mark 
& Sons, formerly special agents for the 
Fidelity & Casualty in New York City, 
is now in the hands of William H. 
Hotchkiss, former superintendent of In- 
surance, as referee. 

Frederick Mark & Sons became spe- 
cial agents for the Fidelity & Casualty 
in 1915, terminating their connection 
last February. Legal proceedings were 
commenced shortly after and is said to 
be the first case involving the owner- 
ship of a casualty agent’s expirations 
to be tried in New York Courts. The 
Fidelity & Casualty in its case prays 
for judgment entitling it to the posses 
sion of all the daily reports and other 
records involved in the suit, and for a 
permanent injunction, restraining the 
defendants from using any memoranda 
or information contained in these 
records, and fora further injunction en- 
joining the defendants from soliciting 
any person named in the records to 
take insurance from any corporation 
other than the plaintiff on information 
contained in the records in question. 

Seven hearings have been held before 
Judge Hotchkiss and elaborate briefs 
have been submitted. A large amount 
of evidence has been introduced by the 
plaintiff to show that the defendants 
were really in a “hired man” relation 
to the plaintiff. 





F. W. LAWSON MADE CHAIRMAN 


Fred W. Lawson, United States man- 
ager of the London Guarantee & Acci- 
dent, of Chicago, has been appointed 
as of January 1, chairman of the United 
States Board of the company, which 
will consist of the present members; 
David R. Forgan, president of the Na- 
tional City Bank, of Chicago, and John 
S. Runnells, chairman of the board of 
the Pullman Company, with the addi- 
tion of P. Beresford, United States 
manager of the Phoenix Assurance. 
C. 'M. Berger, the present assistant 
manager of the London Guarantee, is 
being appointed deputy manager, while 
F. M. Hoffman and J. M. Haines are be- 
ing appointed assistant managers and 
J. J. Pally is being appointed secretary. 
Mr. Lawson will continue to hold the 
title of general manager until the end 
of the current year but the promotion 
of his colleagues will relieve him of 
a considerable portion of his present 
duties. 


GOES WITH CONTINENTAL 


John H. Andrews, who has been a 
special agent in the surety department 
of the Globe Indemnity, has become 
connected with the Continental Cas- 
ualty as special agent in the surety de- 
partment. He is one of the largest 
surety bond producers in the metro- 
politan district and the change he has 
made will be of great interest to his 
many friends. Mr. Andrews received 
his early experience as chief contract 
clerk of the comptroller’s office which 
position he held for about thirty years. 
He then joined the forces of the Title 
Guaranty & Surety and in 1913 became 
connected with the Globe as special 
agent in the metropolitan district. 








NEW AGENTS APPOINTED 

The Royal Indemnity has appointed 
the following agents: Rowley & Jones, 
Trenton, N. J.; Everette W. Penny, 
Eastport, N. Y.; Carleton E. Brewster, 
Bay Shore, N. Y., and the Adams Insur- 
ance Agency, Danville, [linois. 

The Eagle Indemnity has appointed 
the following agents: Charles W. Stitt, 
Middletown, N. Y.; the Genske Agency, 
Kenosha, Wisconsin; Hester & Hahn, 
Ridgefield Park, N. J.; John H. Camlin, 
Rockford, Illinois; the Oglesby Insur- 
ance Agency, Inc., Lynchburg, Va., and 
Stratton & Overton, Monticello, N. Y. 
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Co-Operation Between Contractor 
and Bonding Company 





By Frank A. Bach, Contract Department, F. & D. 


I presume many of you would like to 
know just how a surety company does 
proceed to determine whether or not 
it shall issue a construction contract 
bond. In brief its procedure is as fol- 
lows: 


(1) It wants to know how many years’ ex- 
perience the contractor has had in contract 
work and just what he did during this 
period, that is, how many years he worked for 
an employer and in what capacity; how many 
years for himself; a statement showing the 
amount of each contract performed and char- 
acter of each, so that the surety company may 
determine to just what extent the contractor 
is experienced in handling work of the par- 
ticular character for which he desires a bond. 
Incidentally, I might mention that the sursty 
company usually makes inquiry about the ap- 
plicant through the employer for whom he pre- 
viously worked, and also through the owner, 
architect or engineer for whom he has per- 
formed contracts. 


(2) The company must know how the con- 
tractor is equipped to handle the work under- 
taken and the condition of the plant and 
equipment. It usually requires an inventory 

the plant, also information as to the char- 
acter of new plant to be purchased, amount to 
be expended for new plant and whether it 
will be purchased for cash or on the instal- 
ment plan. : 


(3) The company must be satisfied ag te the 
sufficiency of the applicant’s bid price. To 
this end, it requires a complete list showin 
the name and amount of each bidder and i 
the difference between the applicant's bid and 
the bid of the next lowest experienced and re 
sponsible bidder is greater than from 8% te 
10%, a thorough investigation of the adequacy 
of the applicant's bid price must be made. 
The agent is sometimes required to make this 
investigation, and other times, the home office 
engineering department, all depending upon 
the circumstances. 


(4 A set of plans and specifications, contract 
and form of bond are supposed to ve furnished 
the company so that it may determine the 
eharacter and hazard of the work, method of 
payment to the contractor, etc., and in order 
that it may determine just what risk it is to 
assume. he bond usually guarantees per- 
formance of all the terms and conditions of 
the contract and specifications, and a study 
of same by the company’s underwriters or the 
general agent is essential. 


(5) A list showing amount and character of 
each Contract under way, as well as approxi- 
mate amount of unfinished work under each, 
is required, and the agent ig required to sat- 
isfy the home office, through the information 
obtained from the contractor and through in- 
quiry of the owney, architect or ‘engineer in 
charge whether the various jobs under way 
are all progressing satisfactorily:and appar- 
ently proving profitable or showing loss. 

(©) And last but by no means least, the com- 
pany requires a financial statement from the 
contractor, in sufficient detail that the agent 
may make an analysis and verification of the 
varioug items of assets and liabilities so as 
to satisfy the company’s underwriters as to 
the contractor’s net financial worth. and in this 
connection, the agent is further required to re- 
port on the contractor's credit standing in the 
trade and his borrowing capacity at bank. 


When all the aforesaid is favorable, 
that is, when the surety company is 
satisfied as to the contractor’s ex- 
perience, plant and equipment, bid 
price, terms and conditions of contract, 
bond and specifications, condition of 
other work under way, credit with 
banks and with material men, it still 
requires the contractor to show, in 
good, clean, liquid assets, a net worth 
of from 15% to 20% of the amount of 
work under way. This margin may be 


increased or diminished according to 
the circumstanicces of each particular 
case. 

In the case of plain building con- 
tracts, with close bids and a large part 
sublet to reliable parties, the margin of 
assets to work under way would be 
diminished. In the case of sewer con- 
tracts, dams and water hazard jobs, etc., 
the percentage of assets might be in- 
creased. Difference in bids and expen- 
ditures necessary for new plant woulda 
likewise be a reason for increasing the 
percentage of liquid assets to work 
undertaken. As you all well know, no 
matter how experienced, resourceful, 
reliable and well equipped the contrac- 
tor may be, losses are bound to come to 
him and unless the surety did require the 
contractor to show a margin of assets 
to stand between it and loss, its losses 
would be overwhelming. 

Although there are no fixed, fast 
underwriting rules followed by surety 
underwriters, and there should be 
none, as each case should stand on its 
ewn merits and be considered by the 
underwriters in a broad, open and busi- 
nesslike way, I think this will give you 
a fairly good idea of the basis on which 
contract bonds are underwritten. 

Problems Confronting the Business 

I think I can hear some of you say, 
“If these are the requirements, then 
how do so many of our unworthy com- 
petitors, whom we know cannot mea- 
sure up to them, get bonds?” This, 
gentlemen, is the difficult problem 
which confronts the best surety com- 
panies and the best surety agents, just 
as it does you. 

You have always had the irrespon- 
sible contractor as a competitor. We 
have always had the more or less ir- 
responsible surety company, and the 
more or less irresponsible agent, or, at 
least, as far back as I can remember. 
They do not start out that way, but 
the acquire the distinction. These 
companies are frequently started and 
managed by men who have had little-ex- 
perience in the hazards involved in 
contract bond underwriting, and they 
find the premiums so alluring that they 
seem to disregard everything else. I 
have watched them come and go, and 
have observed that careless and reck- 
less contract bond underwriting, more 
than anything else, has caused them 
to take the last plunge into the dark, 
deep oblivion of bankruptcy. 

But there is always another coming 
on to take the place of the lately de 
parted company, which is willing to 
issue a bond for most any contractor 
who will pay the premium. Why, 
gentlemen, I have seen them, hand out 
bid bonds at a _ public letting as 
promiseuously as your office clerk 
would hand out advertising folders, and 
I have seen contractors with very lim1- 
ted experience, limited equipment and 
little financial means, carrying around 
an inside pocket full of the same com- 
pany’s bonds, executed in blank by the 
company’s agent and Attorney-in-Fact. 
so that the contractor could fill in 
whatever amount of bond he wished 
and make it applicable to any contract 
on which he might be competing witb 
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you more thoroughly reliable contrac- 
tors. 

And now I am going to tell you 
something you may not wish to hear. 
It is the premiums which you thorough- 
ly reliable and financially responsible 
contractors pay to the less reliable 
surety company on the bonds which 
you allow it to write for you now and 
then, for one reason or another, which 
enable such companies to continue in 
business as long as they do. These 
free and liberal contract bond writing 
companies and agents are your worst 
competitors today. Without them your 
unworthy competitors cannot get a 
bond. ‘oy 

But you reply you know of bonds 
written by the old line, conservative 
companies for contractors not entitled 
to them. I have had more than one 
contractor tell me this, but in nearly 
every instance, I found wpon investi- 
gation the bond was written because of 
good collateral or indemnity furnished 
by some friend or relative of the ap- 
plicant, who had confidence in his 
ability to carry the contract through. 
The well managed surety companies. 
which are operating along safe and 
sound business lines. do not vary mucn 
in their underwriting requirements, 
and in the selection of their risks, and 
it is to the advantage of vou men of 
the tvpe who make up this great As- 
sociation of National Builders Ex- 
changes to be careful which company 
and which agent you select to handle 
your business. 

The Right Kind of Agent Important 

The selection of the right kind of an 
agent is just as important to you as 
the right kind of a company because 
most of your dealings with the com- 
pany are through the agent. You will 
do well to pick an agent who not only 
knows his business but who has the 
highest reputation in his community 
for honesty, integrity and fair deal- 
ings; one who is regarded as a good 
business man and who has an entree 
into the circles of the best business 
men and bankers in the community, for 
it is such a man who has the confi- 
dence of the surety company he rep- 
resents, and having that confidence, is 
allowed to exercise wide authority in 
obligating his company, and is in a 
position to give you real service. 

Having selected such a man, take 
him into your confidence to the same 
extent you do your banker. Consult 
and advise with him freely, particularly 
as s00nN as you begin to figure on a 
large job, and through him get the 
benefit of the experience of the Home 
Office staff which has made a life 
study of the contractors problems and 
difficulties. I refer to the opinions of 





WINFIELD W. GREENE 


Consulting Actuary & Underwriter 


EXAMINATION 
of Insurance 
Offices 


RATES & 
Merit-Rating 
Calculations 
STATISTICAL 


Plans and Their 
Operation 


50 Broad Street New York 








ee 


men who have watched contractor 
come and go daily for the past twenty. 
five years and who have closely ob. 
served the many causes for their suc 
cess and failure—men whose opinions 
as to the advisability of your under 
taking certain work should really he 
worth while. The opinion of your bank. 
er you usually regard highly and it ts 
well that you do so, but why you do not 
tie closer to your surety company than 
most of you do is something I have 
never been quite able to understand, 


From what I have gained from an ex. 
perience of twenty years in the bonding 
business, I can honestly and conscien. 
tiously say to you that if I were now to 
go into the contract business, I would 
never file a bid on a large and impor. 
tant contract without first placing my 
proposition before my bonding com. 
pany and obtaining the benefit of its 
views, whether I abided by them or 
not. 





CASHES UNENDORSED CHECK 

An interesting case in connection 
with' the practice of forgery was re. 
cently brought out when an agent in 
the branch office of one of, the largest 
manufacturing firms in the country 
raised a check and got the money with- 
out having the check endorsed. The in- 
cident was brought to light in the 
forgery bond department of the Nation- 
al Surety. The check was signed by 
both the agent and the cashier and was 
for $9, payabie to the bank. The agent 
raised the check to $919, went to the 
bank and deposited the amount to his 
own account, telling the receiving 
teller he had just received a bonus and 
had had it made payable to the bank 
for deposit. The next morning he 
skipped out of town with the money, 





G. D. PECK MADE MANAGER 

G. Don Peck has been appointed man- 
ager of the accident and health depart- 
ment of the Henry L. Lang Co., general 
agents of the Continental Casualty. Mr. 
Peck has had many years’ exper- 
ience in the field and home office of the 
Continental. 
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The ABC of Use and Occupancy Insurance 





By Harold Junker, Manager of Pacific Coast Department, North 
River Fire Insurance Company 


Convinced of the great field which 
this form of insurance opens for the 
development of new business, and in 
the besief that Use and Occupancy is 
too frequently regarded a mysterious 
form of indemnity, w2 shall endeavor 
io outline in clear and simple form 
some of the things which you may be 
called upon to explain in actively 
soliciting this business. 

In, our general treatment of the sub- 
ject we shall present some und2r- 
writing phases of it, both from the 
standpoint of company and assured. 

Our remarks will apply particularly 


to the Industrial or Manufacturing 
risk, for on the average mercantile 
risk we believe straight Profit In- 


suranc2 gives superior protection and 
will generally better meet the mer- 
chants’ needs. 

Use and Occupancy Insurance pro- 
vides for an economic need just as 
practical as restoring physical prop=r- 
ty destroyed. 

Every manufacturing risk operated 
at a profit should carry this protection. 
The physical value of the plant is 
usually covered, but the resultant loss 
through inability to operate dur- 
ing the period of rebuilding and 
replacement is often a more serious 
matter. Operating income is_ shut 
off, fixed expenses continue. surplus 
is depleted, preferred stock dividends 
accrue, common dividends are of 
necess‘ty passed, and sometimes re 
ceivership follows Doesn’t it seem a 
short-sighted, unbusinesslike policy on 
the part. of any firm or institution con- 
ducting a business for profit in failing 
to protect the business and_ stock- 
holders against such a real contin- 
gency when this insurance can be pro- 
vided at a small cost? Frequently the 
amount of premium does not exceed 
the per diem loss. Can any going busi- 
hess assume the :risk of being without 
it? 

These are the thoughts which im- 
press us as Strong solic*ting points. It 
is a practical saiiable commodity, and 
properly presented will strongly ap 
peal to business men. 

That is the reason we are convinced 
that agents generally have not grasped 
this economic truth and up to the pres+ 
ent have not fully understood the sub- 
ject or recognized the possibilities this 
undeveloped field presents. 

The unqualified agent will not spend 
much time soliciting Use and Occu, 
pancy; he will always regard it too in- 
treate, but you men specializing in 
the business must recognize a virgin 
field to create business. Thera’s much 
satisfaction in making two blades of 
grass grow where only one grew be- 
fore. This is your opportunity. 

What Is Use and Occupancy 
Insurance? 

After the physical loss is adjusted 
the fire insurance pays for th2 actual 
cash value of the proparty destroyed, 
and without the aid and advice of an 
agent who understands his business 
and studies the insurance needs of the 
accounts he handl2s. provision is sel- 
dom made for the protection of the 
business during the period of susp2n- 
sion following the fire. 

Every manufacturer and _ business 
man knows that the minute the plant 
is shut down the business loss begins. 
Thare is not only the loss of net 
Profits which would ordinarily be 
Made, but in addition there are certain 
fixed charges and expenses which will 
Continue and must be met wheather he 
is operating or not. This period of sus- 
Pension incidental to rebuild’ng and 
repairing, and the replacement of 
Machinery and raw stock in a manu- 
facturing risk, will take many months. 
A fire of comparatively small physical 
Proportions, possibly confined to th? 
Dower plant or any other vital unit, 
Will probably tie up the whole works. 

ire is always an unfortunate thing 


for a going concern, and it usually 
comes in a busy period when condi- 
tions are crowded, men and ma- 
chinery are overworked, and profits 
largest. 


To be put out of business is a 
serious thing for reasons already men- 
tioned, but in add:tion there’s the 
necessity of holding the organization 
together. It’s going to be necessary to 
retain on the payroll department 
heads, foremen and skilled workmen 
to be prepared to start up whe2n recon- 
struction is completed. and to avoid 
the loss of the men to competitors. 

This, then, is the field which Use 
and Occupancy covers—that’s where 
the term “business interruption insur- 
ance” comes from. It, supplies a busi- 
ness need protecting the assured from 
daily joss of net profits pravented, and 
fixed or unavoidable expenses during 
the time necessary to repair or replace 
the premises. It provides the net 
profit for the assured and pays his ex- 
pense obl gations, and from the stand- 


point of the assured, no loss is suffered ° 


as a result of the misfortunes. 

A concern carrying Use and Occu- 
pancy Insurance is a better credit risk 
in the eyes of the banker. 


What Is Net Profit and Fixed Expense? 

Net profit, as contempiated by our 
form, means, that portion of the gross 
receipts which remains for the as- 
sured’s benefit after the cost of raw 
materials and all operating expenses 
have been paid. 

F.xed expenses vary in _ different 
lines of business and may include any 
or all of the foliowing items: 

Taxes and ground or other rent. 

Interest on notes or bonds. 

Officers’ salaries and directors’ fees. 

Royalties for machinery or processes 
which are payable whether operating 
or not. 

Advertising and other like contracts. 

Wages of foremen and skilled work- 
men as could not be lost to the organi- 
zation. 

Cost of lighting, heating. power, 
watchmen and general maintenance 
consistent with a condition of idleness. 

The form, therefore, covers net profits 
plus unavoidable expenses, or to put it 
another way, gross earnings less 
avoidable expenses. 

How Much Use and Occupancy Insur- 
ance Should Be Carried? 

The net profit and the overhead thar 
would have to be maintained in case 
of a loss should be computed for a 
period of 30-60-90 or more days pra 
vious to the date of the policy, this 
figure divided by the number of days 
used (3060-90) and that result multi- 
plied by the number of work'ng days 
in the year, usually 300, or if the na- 
ture of the business is such as to 
operate every day in the year, multiply 
the daily result by 365. The final re- 
sult will be the amount of insurance 
that should be carried. 

That would be the procedure for es- 
timating the insurable amount for a 
bus’ness where earnings are fairly con- 
tinuous with little fluctuation during 
the year. 

The method of computing’ the 
amount of insurance to be carried 
differs in a fluctuating business. Here 
the profit and overhead for the preced- 
ing year by days or months or seasons 
would be named and their sum be the 
amount of insurance. 

In a seasonable business a total of 
the net profit and overhead for the 
operating season for the previous year 
would be the proper amount of insur- 
ance to carry. 


Forms of Use and Occupancy 
Insurance 
There are two forms—the Manufac- 
turing form and the non-Manufactur- 
ing or Mercantile form. 
In the Manufacturing form the term 


‘call exhibit ‘“A.” 


“business” means “the production of 
goods.” The word “stock” where used 
means “materials’ or “raw stock” 
entering into the production of goods. 
Keep this important point. in mind— 
the manufacturing form does not 
cover profits on finished goods. The 
profit on the finished product may be 
covered by straight Profit Insurance 
which will not conflict with the Us3 
and Occupancy Insurance. 

In the Mercantile or non-Manufactur- 
ing form the term “business” means 
“the sale of goods.” Either of these 
forms may be applied to the foilowing 
condit:ons: 

(1) Straight Use and Occupancy 
where conditions affxcting profit and 
over head vary but slightly during the 
year. 

(2) A fluctuating condition, where 
profit and overhead change during cer- 
tain seasons or months of the yaar. 

(3) A seasonal condition. where 
profit and overhead continue but a 
portion of the year. 


How Are Losses Computed? 

It should be remembered that Use 
and Occupancy insurance like straight 
fire insurance is a policy of indemnity 
only and covers such loss (within the 
confines of the contract) as the assured 
may be able to demonstrate. It is not, 
intended that the assured will be in any 
better position after the fire than he 
would have occupied had no firs oc 
curred. It supplies indemnity against 
actual loss sustained. 

In all but seasonal and fluctuating 
businesses the |]. mit of loss per day 
for total suspension is not to excead 
1300 of the amount of the policy un- 
less operations include Sundays and 
holidays when it is limited to 1-365. 
If the business is seasonal or fluctuat- 
ing the limit of recovery is not to ex- 
ceed the stipulated amount prov.ded 
in the form during the stipulated 
period. Loss as result of partial sus 
pension will not exceed that ‘proportion 
of the per diem liability that would 
have been incurred by total suspen- 
sion as outlined above. 

In the adjustment of Use and Occu- 
pancy losses due consideration is given 
to the experience of the business be- 
fore the fire and the probable experi- 
ence after the fire. 

The profit loss would be the probable 
profit that would have been realized 
during the time of prevention of opera- 
tons and ascerta'ned as follows: 

First—Determine the length of time 
necessary to restore the property as 
provided. 

Second—Ascertain the average daily 
profit for that length of time pr‘or to 
the fire. 

Third—Ascertain the average daily 
profit for the same period of time for 
the preceding year before date of fire 
and the average daily profit for the 
same number of days of the preceding 
year after the date of the fire. 

Fourth—Increase or decrease the 
average net profit prior to the firs by 
the percentage of increase or decrease 
of the profit of the previous year after 
the date of the fire as compared with 
the average profit for the same Jength 
of time of that year prior to the date 
of fire. 

Example. Let us assume 90 days is 
required to restore a plant. Our first 
step is to find the average daiiy profit 
for the 90-day per‘od prior to the fire, 
which for our illustration. we will as- 
sume to be $100.00 a day, which we will 
Then we ascertain 
the average daily profit for 90 days of 
the preceding year before date of fire, 
which let us say is $90 a day, which 
we will designate as exhibit “B.” The 
next step is to determine the profit of 
the preceding year after the date on 
fire, which is found to be, let us say, 
$80 a day, which let us call exhibit “C.” 
We are now in the fourth operation 
and we increase or decrease exhibit 
“A” by the percentage of increase or 
decrease between exhibits “B” and 
“C,” which in the case in point, we find 
represented by the difference betw2en 
$90 a day and $80 a day, a decrease of 
$10 (19 or approximateiy 11%). De- 
duct $11 from $100 and we determine 


the average daily loss as $89 for tha 
90 days following the fire. 

If the plant has not been in opera- 
tion prior to the fire as above outlined 
or tor only part of the time necessary 
for the resumption of operations, the 
amount of profit, if any, that would 
have been realized during tha time of 
prevention shall be determined by 
evidence satisfactory to th2 company, 
which shall include the result of any 
operations within such length of time. 

Unavo dable Expenses. In the ad- 
justment of this item tha assured is 
reimbursed for expenses which neces- 
sarily continue from which no benefit 
is derived and shall onily include such 
expenses as are included in deductions 
in the ascertainment. of net profit and 
to such expenses as would have been 
sarned if operations had not been re 
duced or prevented by fire. There 
shall be no liability for profit or ex- 
penses for such time as operations 
would, for any reason, have cease if 
a fire had not occurred. 

The necessity of an assured keeping 
books and inventories, for at laast two 
years prior to any loss or from tha 
commencement of the business if less 
than two years prior thereto is very 
evident for a fair and equitable adjust- 
ment. of any loss. 


Underwriting Views 


Use and Occupancy insurance should 
be confined to established concerns 
having a substantial commercial rating 
and a reputation for sound business 
practice. 

W:2 recommend wr'ting this insurance 
on a non-valued basis only, which 
means indemnity for actual loss. Any 
form of valued insurances is simply 
gambling a certain amount against 
another certain amount that a certain 
contingency will not occur, and sug 
gests to property owners the thought 
that losses should be paid on the basis 
of the amount for which premium is 
paid without regard to the amount of 
actual loss sustained, which is an un- 
sound underwriting principl. 

Use and Occupancy insurance may 
be written against any or all of the foil 
lowing hazards: 

Fire, earthquake, tornado, explosion, 
strike and civil commotion. 


Consequential Use and Occupancy 

From the preceding we have found 
that Use and Occupancy or business 
interruption indemnity covers’ the 
period in which operations are pr 
vented—straight profit insurance 
would cover the loss of profits on 
finshed goods and now we introduce 
a third and newer form of protiection, 
Consequential Use and Occupancy. 

This form of indemnity is growing in 
favor with manufacturers whose opera- 
tions are dependent on outside sources 
for power or whose business would be 
seriously affected through the destruc- 
tion by fire of other properties from 
which they purchase raw materials 
and supplies. Many manufactor’es 
are operated by power supplied under 
contract and generated on premises 
other than their own. A fire in the 
municipal or utiiity power house dis- 
continues service and as a consequence 
ali factories dependent on this source 
for power are affected. 

Here is an automobile factory In 
Californ'a with its finished output de- 
pendent on a gasoline engine plant in 
Moline, T., or a body builder in De- 
troit. A fire in the engine factory or 
body plant will shut down operations 
of the automobile factory in California. 
Profits are reduced and certa‘n expen- 
ses continue all in consequence of fire 
preventing the contract deliveries of 
the engmes or bodies made elsewhere. 





AMENDS CLASSIFICATION 4561 

The classification and rating commit- 
tee of the Compensation Inspection Rat- 
ing Board has amended, as of June 18, 
the phraseology of classification 4561 
to read as follows: Varnish Manufac- 
turing—The manufacture of solvents, 
lacquers or aeroplane dopes shall be 
classified under the chemical and dye- 
stuff rating plan. 











THE EASTERN UNDERWRITER 














WY ome cme: 
| THE WHY OF 
|: STOCK 
' INSURANCE : 
} ! 
| i 





“he , pe + . +} ‘ Ne ae ANd ey 18. hig Re ee 
sf ; J ‘ bai Plaing Deal yy 
a ental Va ie thar Ve 


Ihsup, 8 4tng 
£0 Kia sl atice fut 
than ail 








LENS FALLS Agents 
receive an abundant 
supply of leaflets, circulars, 
envelope-stuffers, etc., of a 
snappy, convincing, fresh 
and unusual nature, cover- 
ing many different kinds of 
protection. This material 
has proved wonderfully 
successful in increasing 
their business. 
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Dear Sirs—If you are not adequately 
represented in this territory, I would be glad 
| to have one of your special representatives 
call on me. 
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